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Features This Week 






gq Getting the Prospect to Say “Yes” 





Examples of the Right and Wrong Way to Ask Ques- 
tions in the Approach, During the Sale and at the 
Close. 










q Advertising Life Insurance 


How the Life Underwriters of New York City, 
Through Their Association, Have Successfully 
Launched a Program of Institutional Advertising. 

















q Semi-Annual Statements 


Extracts from Reports of the First Six Months’ 
Business in Fire, Life and Casualty Lines. 









g Loeal Fire Boards 


National Association of Insurance Agents’ Program 
to Demonstrate Efficient Local Board Machinery. 


























T Won’t Be Long Now! 
I’m making good witha 
Real Company!” 


“My commissions last month were bigger than for any month 
since I started selling insurance. Let’s set the date for early Fall. 
By that time, the savings account will be in fine shape and we 
can furnish our own little home to the Queen’s taste! Going 
with Reliance certainly made all the difference in the world 
to our plans!” 


Hundreds of men, once getting nowhere sell- Perfect Protection policyholders will be paid 
ing insurance, have found that Perfect Pro- not less than 35 accident and health claims 



























: we : F : every year. Perfect Protection has paid $7,- 
Pay ay — via rio iil Aieekioce 000,000 more to LIVING policyholders than 
vanes dian 0 ee art f to beneficiaries. This answers the stock ob- 
renewals, a lower lapse ratio and maximum session Ves. . eat you have te die en-elle” : 
commission from every sale. Substantial cash proftable agency connections are now open ( 
payments to LIVING policyholders make en- tg men who can qualify. Mail the coupon d 
thusiastic clients and a high percentage of and get ALL the facts . .. they may easily P 
new and repeat business. Every hundred mark the turning-point in your career. : 
e e n 
“Sell Perfect Protection and you'll sell more Life Insurance” 
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RELIANCE LIFE INSURANCE COMPANY, thi 
Dept. S-3, Farmers Bank Bldg., Pittsburgh, Pa. t 
Please send me the full story of Perfect Pro- lo 






tection and your Prosperity Plan for Agents. 
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force and assets exceeding $65,- 
- « without consolidation Add 

or re-insurance . . . in 26 years. ress 
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Outlook for Insurance in September 


Encouraging 


Fire and Casualty Lines Expected to Show Healthy 
Gains ; Life Business Should Resume 


Increase as Compared with 


ACH month THE SPECTATOR pub- 

lishes a page, “How’s Business 
Going to be Next Month,” which is a 
digest of the opinions of thirty-four 
economic experts—editors of business 
papers published by the United Busi- 
ness Publishers, Inc. That page is No. 
35 in this week’s issue. 

Further to digest this digest it may 
be said that, in the main, the outlook 
for September is optimistic rather than 
Pessimistic. THE SPECTATOR, the busi- 
hess paper of insurance, sticks to its 
last and will not here further elaborate 
on the outlook in the other basic lines 
covered, though in the economic world 
the old truisim holds to a large extent 
that “one fellow’s luck is the other fel- 
low’s luck,” and, of course, vice versa. 

But in the insurance world we say 
with assurance that with the indicated 
resumption of production in various in- 
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Last Year. 


dustrial lines during August and with 
the expected continued progress in a 
similar direction through September 
insurance will without question reflect 
the increased activities in these other 
lines and show a decided increase in 
premium income. We feel that this is 
especially true of fire and casualty in- 
surance which ought to show increased 
total writings in every section of the 
country. Automobile insurance, it is 
true, will show a falling off and the re- 
duced agricultural production, due to 
the prolonged drought, is a retarding 
factor, but these things should not re- 
tard the general improvement. 


Year’s Low Point 


During the past five years the life 
insurance writings in September have 
consistently shown a decrease in com- 
parison with the August business. The 
fact that during this month there is 


always an unusual amount of conven- 
tion activities on the part of insurance 
men especially the life men, is largely 
considered responsible for this fact. 
But this year because of a slow summer 
there is plenty of evidence that the life 
insurance agents will be inclined to 
bear down harder than ever before and 
allow less than usual their attendance 
at conventions or other matters to pre- 
vent their off-setting the regular sea- 
sonal decrease. 

Life insurance, we repeat, may be 
about the same during September as it 
has been in August. The fire and cas- 
ualty lines should be better and for all 
lines the outlook for next month is bet- 
ter than it was for the same month 
last year. The collection situation is 
improving in all lines and the increas- 
ing activity in industry should show a 
favorable reflection in premium income 
and new business. 
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ASUELIVE THIRDPARTY SMOKES 





T is easy to be conventional, virtu- 
I ous and straight-laced, through the 
medium of the editorial “we’’; in fact 
seems inevitable. But turn loose a 
columnist with an “I” privilege and 
immediately he runs wild in an effort 
to prove to an indifferent world that 
he is the very devil of a fellow. I men- 
tion this defensively, hoping to dispel 
any possible impression that I might 
have read Dr. Fiske’s much quoted tri- 
ology of life—work, love and drinking 
—with any feeling of personal vindi- 
cation. 

* * * 
REFER, of course, to the state- 
ment made last week by Dr. Eugene 
Lyman Fiske, vice-president of the Life 
Extension Institute, when he intimated 
that too much work and not enough 
love and likker is killing off the mid- 
dle-aged men of America. His remarks, 
delivered at the moment of boarding 
the French liner Lafayette, deplored 
the growing tendency toward shorter 
life expectancy for men past the age of 
thirty-nine. Of course the average 
span of life has increased, due to the 
great strides made in child health con- 
servation, but this expectancy for the 
man whose hair is getting a little thin 
is not what it used to be. 
* * * 
NTENSE living was not wholly con- 
demned by the liberal minded doc- 
tor, who said that perhaps an interest- 
ing, constructive life, even though a 
short one, might be well worth the 
price. But he did declare that man has 
but three outlets and that these are 
intoxication, love and work. In Amer- 
ica the chief outlet has been work, with 
the aforesaid disastrous results. Dr. 
Fiske believes that the three vitalizing 
factors, intoxication, love and work, 
might be mixed in equal parts to the 
mutual benefit of millionaire policy- 
holders and insurance companies. 
* * ps 
HAVE no doubt but that this for- 
mula will meet with hearty ap- 
proval among middle-aged men. But to 
become versed in the ways of love and 
intoxication one must begin young and 
having begun at a too tender age in 
either, insurance companies might not 
be vitally interested at age thirty-nine. 
Certainly work, rather than drunken- 
ness or marriage—which intoxication 
and love normally lead to—is the de- 
ciding factor in the development of 
million-dollar policyholders. Perhaps 


we might compromise by taking all 
three in moderation and do away with 
the big insurers. Then we’d all have a 
good time. 


AM beginning to wonder if I shall 

ever get out of this desert. Not 
that I have changed my mind and de- 
cided to save three others and leave 
myself behind with the unsaved. I put 
my duty to my paper higher than to in- 
dulge in any such personal selfishness. 
But a new difficulty has arisen. Just 
as I felt certain that in this week’s 
column I could satisfactorily end the 
episode I received a letter from Arthur 
Watt, secretary and actuary of the 


Pilot Life Insurance Company of 
Greensboro, N. C. I confess it gives 
me pause, 


R. WATT begins with the flatter- 

ing statement: “Being one of 
your countless readers I have been 
waiting impatiently to hear your solu- 
tion of the problems arising from the 
ill-fated desert expedition.” . He con- 
tinues: “It is probably not in good taste 
to butt in at this stage of your solution 
because by next week you may have 
changed your mind and your solution 
will be acceptable. However, since you 
have, in my judgment, made one mis- 
take, I take the liberty of suggesting 
what seems to me to be the only ‘pos- 
sible solution to the problem from a 
life insurance point of view. Remem- 
ber life insurance is designed to pro- 
tect dependents, and that means wife 
and children, especially the children. 

“T think you have picked out the 
proper guide, because, on account of 
his experience, he is a better bet than 
the younger man. It is clear to me 
that the Scientist would refuse to be 
saved, leaving his wife and son be- 
hind. It is possible that his wife would 
agree to leave her husband with her 
child. Leaving her in suspense for 
the moment, it seems clear to me that 
her son should be saved. I don’t be- 
lieve, seriously, you, as leader of the 
expedition, would save your life and 
leave your betrothed behind, and I am 
sure she would refuse to be saved, 
leaving you behind, so that both of you 
are out of the picture. It remains then 
to choose between the friend and the 
boy’s mother. Suppose something hap- 
pened to the guide. If the mother was 
there and not the best friend, the boy 
would perish, so it seems to me that 
the best friend must be the third mem- 
ber of the party to be saved. In other 
words, from a life insurance point of 
view, the guide represents life insur- 
ance protection to the boy, and the best 
friend represents disability coverage. 
Am I not correct?” 








ESPITE the fact that the auto- 

mobile has for many years been 
heralded as one of man’s super crea- 
tions, I am afraid that I have always 
disliked it. Recently the dislike turned 
to rancor. ‘The occasion upon which 1 
decided that the motor car and myself 
should mutually withdraw ambassadors 
and cease relations of peace was a 
journey up into the highlands of 
Orange County, New York. (Note: I 
say “highlands” for the simple reason 
that I dread involving myself in any 
such mess as Mrs. Jennie Sue Daniel, 
editor of “The American Agency Bul- 
letin” let herself in for when she 
essayed superlatives over any of the 
terrestrial carbuncles in our great and 
glorious country.) To resume: After 
traveling for an hour or so via steam 
train, I found myself in a remote and 
forbidding hamlet ‘with no less than 
five more miles to cover to reach my 
destination. 
bus. No bus. Hesitantly, I looked for 
a taxi. No taxi. Timidly, I asked a 
native the proper way to negotiate the 
distance. .“Yew gotta walk it, fellah,” 
he said with no sympathy for my city- 
soft feet. 


* * * 


INDRED emotions of despair and 
disappointment smote me as I 
looked at the “highland” over which I 
was to travel, but thinking that some 
kind motorist would give me a lift, I 
set out. I got pretty sick of it by the 
time I had walked the mere half mile 
to the foot of what was by this, a very 
high highland. Automobiles droned by 
like shells endeavoring to gather up 
momentum to take the hill. People 
grinned at my plight from the luxury 
of their swift cars. By the time 1 
wound around the four turns which 
were deemed necessary in constructing 
the highway over the elevation, and 
trudged hot, tired and unhappy into 
the house where I was to visit, I was 
rather an unsuccessful guest. 
* * * 
RGO, my reasons for disliking the 
automobile. Besides living in the 
city and having to cross streets like a 
slack wire performer in order to pre- 
serve my life, which is enough ground 
for grievance, I find that people have 
become selfish over the thing. I remem- 
ber boyhood days in Vermont when you 
didn’t have to walk five miles at any 
time. Someone woud always come 
along in a team or a buggy and offer 
not grant you a ride. The short dis- 
tance you did have to walk was on cool, 
shaded dirt roads. For some reason, 
the automobile requires blistering hot, 
hard, and unbeautiful highways. 
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Not a Good Plan 


N the current issue of Collier’s 

Magazine the editor draws at- 
tention to the fact that the Ohio 
Bar Association suggested re- 
cently the establishment of an 
automobile compensation fund, 
maintained by a small tax to be 
paid by all automobile owners. 

In comment the editor said 
that much of the present accident 
loss is caused by drivers who are 
not insured and often not finan- 
cially responsible, and he adds 
that the merit of the Ohio pro- 


posal is that it provides for the 


need of the hapless victims and 
their dependents. He also calls 
attention to the fact- that work- 
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men’s compensation reduced work 
accidents and killings, which 
seemed to be inevitable when they 
had to be paid out of insurance 
premiums. 

We agree absolutely with the 
editor of Collier’s that motoring 
must be made safe, but we can 
hardly believe that the suggestion 
of the Ohio Bar Association, 
which it apparently endorses, 
would accomplish a great deal 
along that line, and we question 
the equity of adding an additional 
tax to persons who own and drive 
motors to provide compensation 
to those unfortunate persons who 
have had the misfortune to be in- 
jured or killed by motorists who 
carry no liability insurance and 
are quite financially irresponsible. 

A careful driver and a man 
who is financially responsible 
should be no more obligated for 
the results of the actions of the 
reckless and financially irrespon- 
sible driver than should be any 
other citizen whether he owned 
and drove an automobile or not. 
Automobile drivers, it would ap- 
pear, pay a rather large amount 
into the treasuries of the various 
States. They pay a license for 
each car they own and a fee for 
a driver’s license. They also, in 
a large majority of the States, 
pay a direct tax on every gallon 
of gasoline they use. To add an 
additional tax for the compensa- 
tion of persons in whose disas- 
ter they had not the slightest part 
would be a rather absurd and un- 
fair procedure. 

Far better it would be to have 
the laws in the various States, as 
they are already in some, of such 
a nature that there would be 
practically no such thing as finan- 
cially irresponsible drivers. The 
automobile is a dangerous thing 
in the hands of a reckless driver 
and reckless drivers should be 
eliminated by the refusal of li- 
cense to drive wherever possible, 
and the granting of licenses 
should also take into considera- 
tion provisions for the financial 
responsibility in the case of acci- 
dents. 
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Just because a person frequent- 
ly slips and injures himself in a 
bathtub would hardly make it a 
proper solution to have every 
user of a bathtub pay a small tax 
to provide funds to reimburse 
those who got hurt in them. The 
analogy is not a good one, but, in 
a sense, it applies. 


Attack in the Dark 


UCCESSFUL enterprise is 
always the target for attack 

by those with twisted ideals and 
distorted vision. Incapable of con- 
structive criticism and bereft of 
fundamental knowledge though 
gifted ofttime with facility of ex- 
pression, they garble facts with 
conjecture and endeavor to in- 
flame opinion by drawing errone- 
ous conclusions from halftruths 
and untruths. Life insurance as 
one of the outstanding progress- 
ive economic forces of the cen- 
tury, receives its share of atten- 
tion from this type of thinker. 
In the September issue of a maga- 
zine with radical inclinations, 
and one always seeking publicity, 
space is given to one of these at- 
tacks. In it an author of known 
socialistic tendencies vents his 
spleen on what he deems an eman- 
ation of capitalism. He glibly 
applies statistics of the current 
era to those of the early nineteen 
hundreds without any considera- 
tion of the changed conditions of 
policies and practices. He indicts 
the intelligence of millions of pol- 
icyholders throughout the coun- 
try. He gives no business astute- 
ness to literally hundreds of suc- 
cessful business men in America 
who have insured their lives in 
sums of a million or more. He 
does not seem to think that before 
so doing they have investigated 
the cost of their protection or the 
economy of the company manage- 
ment. He doesn’t appear to be- 
lieve that the hundreds of super- 
vising State officials, who reg- 
ularly investigate the companies, 
have been loyal to their trust. 
Salaries of insurance officials are 
in his opinion too high, though a 


' Editorial 
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recent press release indicates that 
officers in other industrial enter- 
prise are receiving ten times as 
much as the executives of the 
largest insurance companies. 

In America, despite everything 
to the contrary, public opinion is 
the controlling power. The 
American public recognizes that 
life insurance has been a most 
beneficent force. It has contrib- 
uted most to the curtailment of 
poverty and want. The intelli- 
gent citizen is satisfied that the 
insurance premium is the lowest 
possible commensurate with 
safety and surety and the latter 
factors are, in insurance, the pre- 
dominating desiderata. They 
know that if life insurance could 
be secured on some other and 
cheaper plan, shrewd business 
men. would long since have pro- 
mulgated it secure in the knowl- 
edge that, by the economic law 
which regulates supply and de- 
mand, the best for the least would 
get the business. 





Conn. Mutual General Agent 
in California 


Leslie F. Rice, well-known Pacific 
Coast life insurance man, has been ap- 
pointed general agent at Oakland for 
The Connecticut Mutual Life Insurance 
Company. 

Mr. Rice will retain the present of- 
fices of the company at 701-707 Ala- 
meda County Title Insurance Building. 
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Leslie F. Rice 


Editorial 


British Company Licensed 
in Dominion 





Prudential Assurance Company of 
London, England, Arranging for 
Life Business in Canada 


The Prudential Assurance Company 
of London, England, has been issued a 
Dominion license to transact life in- 
surance in Canada in addition to the 
various classes of insurance which have 
been undertaken by the company. 
Charles C. H. Drake, F. I. A., organ- 
izing life manager and actuary of the 
company, and Frank C. Capon, assis- 


tant manager for Canada, are now en- 
gaged in organizing the life insurance 
side of the business in Canada. 

The company transacts both. ordi- 
nary and industrial life insurance in 
the United Kingdom but. it is not in- 
tended to handle industrial insurance 
in the Dominion at the present time. 

The total assets of the company are 
more than $1,000,000,000. The Pru- 
dental has 26,000,000: policies in force. 

The directors of the Prudential have 
consistently endeavored to assist the 
state of public health by annual con- 
tributions for the maintenance and ex- 
pansion of alleviative and. curative or- 
ganizations in hospitals. 
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in the day’s work. 
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a” ARCHITECTURAL LANDMARK OF DIGNITY AND 
BEAUTY, this building is primarily an ideal workshop. The 
Company’s 3,800 employees enjoy the maximum of good air, sun- 
light and quiet possible in the intense life of Manhattan, as well as 
20th Century utilities and conveniences that multiply human effciency 


NEW YORK LIFE INSURANCE COMPANY 
Madison Square, New York, N. Y. 
DARWIN P. KINGSLEY, President 
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LIFE INSURANCE 


ORDINARY INDUSTRIAL GROUP 


Sales Research Bureau Home Life Appoints New ChangesinConvention 
Figures Medical Director Arrangements 


S ‘ Main - Fact President Walsh Advances For- I Pp R 
ummarizes ain Factors nae eddies <i, mportant rogram e- 


Retarding Life Business Chet. A tities visions Announced for 


in America Dr. Charles A. Heiken, assistant Toronto Meeting 
medical director, has been appointed 


Crop Situation Contributing medical director of the Home Life In- 4 Pre-Convention Feature 
surance Company of America to fill 


the vacancy caused by the death of “1: 
Figeees: tor Blew Geven Mein te. & een Kyle oo Ren grirnigediiey Million Dollar Producers Alter 
and July by Territory tion for twenty-two years prior to his Schedule; C. L. U. Gradu- 
Dinas Chinas death. ates to Convene 
Dr. Charles A. Heiken was born on 
HARTFORD, CONN., Aug. 20.—There Jan 21, 1894, in Pottsville, Pa. In 
seem to be at present two outstanding 4990 he graduated as a medical doctor 
factors which are retarding business in from the University of Pennsylvania 
its return to normalcy. One of these is and after an intership of three years ; : 
the political situation. At a time when at the Philadelphia General Hospital, Chairman Earl G. Manning, announces 
business is in a slightly uncertain con- he began active medical practice in certain changes in the arrangements 
dition, politics and international af- Philadelphia. In 1924 he was appointed for the sessions of the round table to 
fairs have an increasing influence on medical examiner for the Home Life be held at Toronto, Canada, on Wed- 
economic progress. The Russian situa- Insurance Company of America and _ nesday, Sept. 24, in connection with the 
tion, although still unsettled, has been several other leading life insurance Fourth International Convention of 
greatly helped by President Hoover’s companies. Life Underwriters. These should be 
decision not to allow a trade embargo. Dr. Heiken was coiled to take advan- noted especially by those who are 
Our Canadian: trade, which is our tage of the practical knowledge which planning to attend. 
largest foreign market, is certain to be he gained as a medical examiner in The million dollar breakfast will be- 
reduced by the policy of the new Cana- the life insurance field. He filled the gin at 8 a. m., instead of 8.30 as pre- 
dian Government, which is pledged to position of medical examiner so credit- viously announced, and will be held in 
enforce a counter tariff against the ably, and displayed such remarkable private dining room No. 6 of the Royal 
United States. Such a tariff will great- ability in the clasification of risks, that York Hotel, convention headquarters. 
ly handicap our trade with the Do- on May 8, 1928, he was appointed as- The special train which has been 
minion. The internal political condi- sistant medical director of the Home chartered by the New York City Life 
tions are in an unsettled state and Life, whose business in force was then Underwriters Association, will not 
there is evident a growing dissatisfac- rapidly approaching the hundred mil- reach Toronto, as at present planned, 
tion with the Republican party. lion dollar mark. until 8.45 Wednesday morning, and 
The crop situation is another impor- Dr. Heiken is a member of the Amer- those million dollar writers who are 
tant factor greatly influencing our ican Medical Association, Pennsylvania planning to arrive on that train or on 
present economic situation. The con- State Medical Association, Philadelphia any other train from other points, ar- 
tinued drought in the West has greatly County Medical Society, Philadelphia riving in Toronto later than 8 a. m., 
affected the crops so that price levels Medical Examiners’ Association and are urged to secure their breakfast on 
will probably be affected and the pur- Alpha Kappa Kappa Fraternity. He the train and be ready to join the busi- 
chasing power in the farm areas will is on the staffs of the Misericordia Hos- ness session of the round table which 
be reduced. Corn is the crop most seri- pital, Philadelphia General Hospital will get under way at about 9 o’clock 
ously affected and this will probably be and White Haven Sanatorium. He is and upon their arrival. 
evidenced in an advance in price. instructor in clinical medicine, Univer- The session will then run until 10.10 
During the past months almost all sity of Pennsylvania, and an associate when it will adjourn to enable its mem- 
industries have experienced a general in medicine of the Women’s Medical bers to attend the main session of the 
depression. Life insurance was one of College, Philadelphia. He is also chief convention which, at 10.15 will view 
the last to feel the general economic of City Clinic for Tuberculosis, Phila- the presentation, by the Canadians, of 
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Theodore M. Riehle, a vice-chairman 
of the million dollar round table of the 
National Association of Life Under- 
writers, in the absence in Europe of 


(Concluded on page 8) delphia General Hospital. (Concluded on page 8) 
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Research Bureau Figures 
(Concluded from page 7) 
tendency and up until May continued 
to gain. The figures for the first seven 
months of the year show that during 
that period the country paid for a vol- 
ume of insurance 2.3 per cent larger 
than in the same months last year. 
Only three sections showed a decrease in 
insurance sold. These were the Moun- 
tain and the East and West South 

Central States. 

July figures indicate that the grad- 
ual falling off of sales which started 
in May continued through July. The 
volume paid for during the past month 
was 2.2 per cent smaller than a year 
ago. The only three sections showing 
an increase for the month were the 
Middle Atlantic, the Pacific and the 
South Atlantic States. The other sec- 
tions shared the decrease and reflected 
the depression in business prevalent 
throughout the country. 

The following table shows the status 
of life insurance sales for July and for 
the past seven months: 


Sales of Ordinary Life Insurance 
1930 Compared to 1929 
First 7 mos. 


Sales July Sales 
United States Total. 102% 98% 
New England....... 100 94 
Middle Atlantic...... 103 101 
East North Central.. 100 94 
West North Central.. 107 96 
South Atlantic...... 103 101 
East South Central.. 99 91 
West South Central... 94 92 
Pee 99 93 
RU. Ba cwwwaciede as 108 103 


These figures are compiled and is- 
sued every month by the Life Insurance 
Sales Research Bureau at Hartford, 
Conn., and represent the experience of 
78 companies having in force 88 per 
cent of the total legal reserve ordi- 
nary life insurance outstanding in the 
country. 


Convention Plans 
(Concluded from page 8) 
the playlet: “Life Underwriting, Yes- 
terday, Today and Tomorrow,” with 
a cast of 18. 

The morning session of the conven- 
tion will adjourn at 12.15 and the mil- 
lion dollar round table will reconvene 
in private dining room No. 6, for lunch 


and to continue its deliberations as far 
into the afternoon as is necessary. 

These changes have been made, prin- 
cipally to give the million dollar pro- 
ducers more time for their program, 
and also to avoid any conflict with fea- 
tures on the main convention program. 

The Life Insurance Sales Research 
Bureau has just announced an entirely 
new feature for the “pre-convention” 
days of the Toronto meeting. On Sept. 
22 and 23, the two days preceding the 
convention, Mr. Holcombe will conduct 
an entirely new “Advanced Lecture 
Course in Agency Management.” The 
course has been prepared in response 
to insistent requests from graduates of 
previous “Managers’ Schools,” for an 
advanced course in the principles and 
practices of agency management. 

Two other new features have been 
added to the convention program. At 
5.15 Wednesday afternoon, immediately 
upon the adjournment of the conven- 
tion session, Roger B. Hull, managing 
director and general counsel of the 
National Association, will meet the of- 
ficers of local associations in private 
dining room No. 6 of the Royal York 
Hotel, to present to them and discuss 
with them certain new phases of the 
service to be supplied by national head- 
quarters to the local associations. 

At 8 o’clock Friday morning, Sept. 
26, in private dining room No. 8, of 
the Royal York, the alumni of The 
American College of Life Underwriters, 
will meet for breakfast and conference. 





Group Insurance for State 
Workers Denied 


Group insurance for Mississippi 
State employes will not be approved by 
Ben S. Lowry, State insurance com- 
missioner, until the law clearly au- 
thorizes salary deductions. The 1930 
Mississippi legislature passed a law 
providing for group insurance for State 
employes but did not provide for the 
collection of premiums. Another law 
prohibits the deductions by State offi- 
cials from the salaries of State em- 


ployes. 






Stephen IM. Babbit 


President 





HUTCHINSON | 











Baltimore Life Agents Nominate 
Officers 

BALTIMORE, Aug. 25.—Election of of- 
ficers and changes in the constitution 
will be the principal business at the 
annual meeting of The Baltimore Life 
Underwriters Association to be held 
Sept. 11 at the Emerson Hotel. Nom- 
inations have been made as follows: 

President, George A. Myer; vice- 
president, R. Earle Greenlee; secretary- 
treasurer, George S. Robertson; execu- 
tive committee, E. Jay Becker, Dennis 
Kavanaugh, Warren K. Magruder, 
Henry H. McBratney, Joseph Meyer 
and Herbert M. Taylor. 

Delegates to represent the association 
at the national convention in Toronto 
in September will be named. Among 
those who will attend the convention 
are Ernest J. Clark, J. K. Voshell, 
Henry H. McBratney, George A. Myer, 
R. U. Darby, William P. Stedman, 
Morris S. Addleman and George S. 
Robertson, secretary of the association. 





Speaks at Frisco Luncheon 
Dr. S. S. Huebner, dean of the Whar- 
ton School of Commerce and the Amer- 
ican College of Life Underwriters, was 
the guest of honor at a luncheon in San 
Francisco Aug. 22 under the auspices 
of the San Francisco C. of C. 
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LINCOLN LOVED THE 
CHIEDRER = 


Lincoln National Life Juvenile policies 
protect them 


THE LINCOLN NATIONAL LIFE INSURANCE COMPANY, FORT WAYNE INO. 
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Increases Capital Stock 


The Gulf States Insurance Company 
of Jackson, Miss., has increased its 
capital stock from $25,000 to $100,000 
and is now writing in Mississippi the 
following lines: group loan, group pur- 
chase especially on automobiles, family 
thrift, family mortuary from $50 to 
$150, accident and health, and auto- 
mobile insurance with a personal in- 
jury clause. Officers of the company 
include G. W. Covington, president, and 
Harrington Hilzim, secretary and 
treasurer. 


Appointed Asst. Agency Director 


The National Fidelity Life Insur- 
ance Company, Kansas City, announces 
the appointment of J. D. Peterson as 


Presidents’ Special Committee 


The Association of Life Insurance 
Presidents will be officially represented 
at the twenty-fifth annual meeting of 
the American Life Convention to be 
held at Chicago, IIl., Oct. 1 to 3, by 
the following special committee of fra- 
ternal delegates: Thomas I. Parkinson, 
chairman, president, The Equitable 
Life Assurance Society, New York; 
Bradford H. Walker, president, Life 
Insurance Company of Virginia, Rich- 
mond, Va.; Wilbur H. Pierson, third 
vice-president, New York Life Insur- 
ance Co., New York; Alfred G. Hann, 
actuary, The Pacific Mutual Life In- 
surance Co., Los Angeles, Cal. 





To Address Medical Men 


Doctor Wear, medical director of Na- 
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National Association Delegates 


GREENSBORO, Aug. 26.—Alvin  T. 
Haley was named a national director to 
represent the Greensboro Association 
of Life Underwriters in the national 
association, at the last regular meet- 
ing of the local unit. W. H. Andrews, 
Jr., and Tully D. Blair were named 
delegates to the convention of the Na- 
tional Association of Life Underwriters 
to be held in Toronto, and Charles W. 
Gold, Jr., and Alvin T. Haley were 
named as alternates. 


Service Medals Presented 


The Home Insurance Company re- 
cently presented two silver medals to 
local agents who have served for twen- 
ty-five years. George H. Merten of Villa 




















assistant agency director, effective tional Fidelity Life Insurance Com- Ridgeo, Mo., was presented with his 
te Aug. 1. William McCallum, vice-pres- pany, will address the Lancaster Coun- medal by James Linahan, special agent 
ident and agency director, previously ty Medical Society at Lincoln, Neb., of the St. Louis office. O. J. Davis, state 
of- had Mr. Peterson as his assistant in on Noy, 18. His subject will be “Life agent in Iowa, presented J. E. Mari- 
ion. the Bankers National Life. Insurance and Its Relation to the Ex- etta, of the Marietta & Bickel Agency 
che Mr. Peterson will assist Mr. McCal- aminer,” and is one that Dr. Wear is of Vinton, Iowa, with his twenty-five 
ife lum in home office agency work and specially well qualified to present. year medal. 
eld will supervise and train field men. Na- 
m- tional Fidelity Life plans an extensive 
. expansion in the field force, especially 
ce- in Missouri and Kansas. Plans for the 
ry- development and organization of terri- 
a. tory are being completed as fast as Gy 
nis possible. Yj 
jer, 
ye re ENTERING VIRGINIA 199 
Southern Central Life Moving 
tion The Southern Central Life Insur- 
nto ance will move its home office into its Three men in Virginia are going to 
ong permanent quarters, a handsome suite have the General Agency opportunities 
tion in the new Threefoot Building, in they deserve, with a twenty-five year 
nell, Meridian, Miss., on Sept. 1. on 3 d “Excellent” 
yer, Samuel E. Fink, one of the company’s old Company t — attain : wecnemaend 
nan, leading agents, is rapidly building up a and has everything a real insurance 
i record of getting the cash with the ap- man needs to make his future secure. 
tion. plication. During the past six months’ 
time, Mr. Fink has produced 101 appli- Do you know one of the men? Tell 
' cations, aggregating $200,000 insur- us about him. 
har- ance, and in each case has got a check 
vel for a full annual premium. 
was Floyd B. Powell, executive vice-presi- BEE tthe, 
San dent, originated the idea of printing Vice-Pres. and Agency Mgr. 
sown a blank check as a part of the applica- 
tion, to encourage agents to collect at 
aE. the time of writing. A number of the 
company’s agents are meeting with suc- y Yy 
cess by using this form. Y YY) Yj 
Wh; Wy VW Wy) .. 
1 
New District Office SOUTHEASTERN LIFE | 
GREENSBORO, Aug. 25.—The Foust ANY 
and Haley organization, general agents Cc. O.. MILFORD, INSURANCE COMPAI ORGANIZED 
in North Carolina for the Massachu- President : _ 
setts Mutual Life, has opened a district GREENVILLE SO. CAROLINA 
po in the First National Bank at Southeastern “U. S.” Should Remind You of Us 
arlotte under the management of G7 Y, 
egies H. Harrell. Mr. Harrell was 1////// YYy , Uj Yy 
ormerly service manager for a Massa- YY Y Yy Y Y Py Yy 
chusetts Mutual agency in Detroit. W]e Wa Liddddhda Wa Ld Likiis: hhh hdd Vp Vd Ve 
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ciples of general business. 
this work are those who give it their undivided and 
full thought and effort. Isn’t this merely natural 
and logical? 

Life insurance field work under satisfying condi- 
tions is a career giving opportunity for achievement 
and profit according to ability and undivided effort. 
THE MUTUAL LIFE INSURANCE COMPANY OF NEW 
York affords such conditions to its field workers. 
Life insurance in all standard forms, annuities, dis- 
ability and double indemnity benefits, prompt and 
equitable dealings, and facilities for serving policy- 
holders in practical ways combine to make its agency 
force successful. 


Earnest-minded men and women of character and 
ability contemplating a career in full-time field work 
are invited to apply to 


34 Nassau Street 
DAVID F. HOUSTON 








Consistency 


F A BUSINESS MAN takes care of his business, 
the business takes care of him. Life insurance 
field work is a business, and: subject to the prin- 

Those who achieve in 





The Mutual Life Insurance Company 


of New York 


President 2nd Vice-President 


The Rewards of | 











New York, N. Y. 
GEORGE K. SARGENT 


and 
Manager of Agencies 



















































How Good — or Bad — 


Is Business, Anyway ? 


The Sales Research Bureau reports an increase 
in production of new ordinary business of 3% for 
the first six months of 1930 over 1929. The Bu- 
reau figures represent 78 companies having 88% 
of the country’s legal reserve life insurance. The 
Life Presidents Association reports for 44 com- 
panies with 82% of the total U. S. legal reserve 
life insurance, a gain of 3.3% over 1929. 


The Peoria Life contributes its experience of a 
gain each month during 1930 for a total of 30% 
more business written and paid-for in the January- 
Tune period than a year ago, the previous high 
record. Indications are conservative that the 
Peoria Life will register a net again of 15% of 
its entire business in force for 1930. These gains 
were made without the addition of new territory 
or any material increase in our Agency Force. 


The conclusion? That the life insurance busi- 
ness is good for good agents well supported by 
thorough, practical Home Office cooperation. 
Also that the Peoria Life is making good on its 
1930 objective—the development of its agency 
manpower and the extension of its already well- 
known effective Service to Agents. 








Peoria Life Insurance Company 


Peoria, Hlinois 








AMERICAN 
CENTRAL 
LIFE 


Insurance Company 


INDIANAPOLIS 


| Old Line Legal Reserve 









Established 1899 











HERBERT M. WOOLLEN 
PRESIDENT 








An Interesting 


Comment on Our 
New Sales Pro- 


gram From Pres- 
ident CLIFTON 
MALONEY: 


ee 


We should be remiss in 

a great obligation if we 

failed to provide our 

agents with means of 

gaining personal finan- 

cial independence! 4 
9 


For full information address 


Wed t Con 


Superintendent of Agencies 


PHILADELPHIA LIFE 


INSURANCE COMPANY 
LLL North Broad Street, Philadelphia, Pa. 
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Ralph G. Englesman Resigns 
from N. Y. U. 


Well-Known Educator to Devote 
Time to His Own Agency 
with Penn Mutual Life 


Edward J. Sisley, chairman of the 
New York University Life Insurance 
Training Course Committee, announces 
that it is with regret that he has had 
to accept the resignation of Mr. Engles- 
man from the University Life Insur- 
ance Training Course, the resignation 
to become effective on Sept. 5, 1930. 

Mr. Englesman, in his letter of resig- 
nation says: “In September, 1924, Mr. 
Lovelace, who was then the director of 
the New York University Life Insur- 
ance Training Course, asked me to 
serve on his faculty as lecturer on life 
insurance. Since then, as you know, 
I have continued, both as a lecturer, 
co-director, on the Educational Com- 
mittee, and in every capacity that I 
possibly could serve the course. 

“In 1928 I was made general agent 
for the Penn Mutual Life Insurance 
Company. Despite the fact that I was 
trying to build the agency from scratch, 
I felt that it was my privilege and duty 
to continue at New York University 
and I have done so for the last two 
years. However, now that my agency 
is growing and taking more and more 
of my time, it would be practically a 
physical impossibility for me to con- 
scientiously continue my work at New 
York University. 

“It has been a great pleasure to have 
served these last six years and what- 
ever has been accomplished and the 
friends I have made have meant a 
great deal to me. It is with keen regret 
that I tender my resignation to take 
effect Sept. 5, 1930. 

“If you want, I will be glad to con- 
tinue on the Educational Committee 
or help with any future activities of 
the New York University Life Insur- 
ance Training Course.” 

Mr. Englesman has taught or lec- 
tured in over forty cities in the United 
States and in most of the important 
cities in Canada and has assisted in 
the training of nearly 3000 men. His 
services in this work will be greatly 
missed. 





Globe Life Chicago Correction 


On page 401, 402 and A-209 of the 
1930 edition of The Life Insurance 
Year Book, the assets of the Globe Life 
Insurance Company, Chicago, is shown 
as $2,930,441 with surplus funds of 
$127,286. These items are incorrect. 
According to the company’s 1929 state- 
ment, the assets should have been 
Shown as $2,951,721 with surplus funds 
of $148,567. 
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On page 101 of The Life Insurance 
Policyholders Pocket Index and on page 
369 of The Life Insurance Year Book, 
both for 1930, the item of non-admitted 
assets appearing for the Bankers Life 
Insurance Company of Des Moines, 
Iowa, is shown at $2,250,122.’ This 


Il 





amount is incorrect. The correct figures 
shown should have read “$842,873.” 
This error was caused by the fact 
that in prior years it was The Specta- 
tor Company’s practice to include with 
non-admitted items the item of loading. 
This practice was discontinued in 1930. 
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NOW READY! 


Agency 
Building 
and 


Management 


@ A Book for the 
General Agent and Man- 
ager Explaining Methods 
of Selecting and Devel- 
oping New Men for the 
Life Insurance Business 
—Methods That Have 
Been Proved in the Prac- | 
tical School of Expe- 
rience. 


Price $2.75 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 
















BOSTON NEW ORLEANS 
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GUARANTEE FuND Lirg BUILDING 
18th and Douglas Sts., Omaha 













WYOMING 








AGENCY OPENINGS IN THE 
FOLLOWING STATES 


ARKANSAS MONTANA 
CALIFORNIA NEBRASKA 
DIST. COLUMBIA NEVADA 
FLORIDA NO. CAROLINA 
GEORGIA NO. DAKOTA 
IDAHO OKLAHOMA 
ILLINOIS OREGON 
INDIANA 80. DAKOTA 
1OWA TENNESSEE 
KANSAS TEXAS 
KENTUCKY UTAH 
MICHIGAN WASHINGTON 


WEST VIRGINIA 








A Protection Plus Policy! 


(With Non-forfeitable Cash Values) 


Our new “Protection Plus Accumulation” poli- 
cies are rapidly growing in popularity. 


Under the provisions of this policy, the Accu- 
mulated Savings (Cash Values) are paid to the 
beneficiary, in event of the death of the insured 
after the first year, in addition to the face of 


the policy. 





Write Agency Department for 
complete particulars 


GUARANTEE FUND 


ASSOCIATIO 
ASSETS EXCEEDING $15,000,000.00 


- OMAHA- 
































WALTER CLUFF’S 


ccurse of study in 
LIFE 
UNDERWRITING 
EFFICIENCY 


Now ready 
in book form 


Send for this 
Book today. 
Your money 
back if you 
don’t profit 
byreading it! 


EDITION LIMITED! 
































RUSH COUPON———> 


“We want 2,000 copies.. 


.1T WILL BE OUR OFFICIAL TEXTBOOK!” 


O wrote the official of 

a large life insurance 
company after reading 
Walter Cluff’s new book 
on Life Underwriting 
Efficiency, which has just 
come off the press. 


Based upon the experi- 
ences and experiments of 
many years educational 
direction of thousands of 
life agents this book is 
being acknowledged as 
the best life insurance 
sales manual ever devel- 
oped. 


' THE INSURANCE FIELD 
| Box 617, Louisville, Ky. 
Enclosed is one dollar. 


' 
‘ Send | 
| Cluff’s new book to me. 


Address : 
((Check here if quantity price : 
data desired.) : 
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Generous Contracts . Liberal Com- 

missions . Educational Helps . Di- 

rect Leads . Free Mail Advertising . 
Juvenile Forms... 


Plus 


The Universal Policy 


—a policy containing sales features and 
benefits, privileges and options that are not 
found in any other one standard life insur- 
ance policy. 


Valuable Territory Open 


National Life Company 


Mutual Legal Reserve 


118 Eleventh Street, 
DES MOINES, IOWA 
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Bankers Naional Life Agents 
Meet at Hot Springs 
Hot SprinGs, ArK., Aug. 25.—The 
Century Club of the Bankers National 
Life Insurance Company, Jersey City, 
N. J., opened its annual convention 
here today with a nation-wide repre- 
sentation. The meeting was addressed 
by President Ralph R. Lounsbury and 
was presided over by George Ramee, 
vice-president and superintendent of 
agencies. S. Rapoport of Rhode Island 
is president of this year’s Century 
Club. The convention will remain in 
session until Wednesday night, inter- 
spersed with an attractive program of 

entertainment and recreation. 


Plans for Convention on 
West Coast 


San Francisco life underwriters have 
completed a special organization for 
the purpose of making arrangements 
for the 1932 convention of the National 
Association of Life Underwriters in 
the event that the invitation to be 
again extended at the Toronto conven- 
tion is accepted. Dr. E. L. Woodruff,. 
general agent for the Manhattan Life, 
has been elected delegate to the Toronto 
meeting and national executive commit- 
teeman. He will carry the message of 
“San Francisco in 1932” to the gather- 
ing. 

In view of the holding of the Olympic 
games in Los Angeles that year it is 
expected that a large number will be 
attracted to California and will take 
advantage of the trip to attend the 
sessions in San Francisco. Los An- 
geles underwriters are supporting the 
San Francisco organization in their 
campaign to land the meeting. 


AS WE SERVE 
WE PROGRESS 


Insurance in Force 
1923 One Billion 
1927 One Billion and a Half 


1930 Two Billions 


Massachusetts Mutual 
Life Insurance Company 


Springfield, Massachusetts 
Organized 1851 
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limited production. 


Address. 





W. J. Tully Funeral Tuesday 


The funeral of William J. Tully, 
former State Senator in New York and 
for eighteen years general solicitor for 
the Metropolitan Life Insurance Com- 
pany, was held last Tuesday at Locust 
Valley, L. I. Mr. Tully died suddenly 
from heart disease, naving been suf- 
fering from this trouble for some 
weeks. 

Following two terms in the State 
legislature Mr. Tully joined the Asso- 
ciation of Life Insurance Presidents, 
of which former President Grover 
Cleveland was then head, as attorney. 
He resigned this position to go with the 
Metropolitan Life and retired from ac- 
tive business three years ago. 


Convention and Sales Conference 


Under the leadership of Supervisor 
J. W. Mann, the Eastern Carolina 
Agencies of the Occidental Life of Ral- 
eigh held their annual convention and 
sales conference at Wrightsville Beach. 


Territory unsurpassed and large enough for an un- 


Contract as good as the best, with exclusive rights. | 


Confidential communication invited from those with 
clean records and with ability to handle such an agency. 


EXCLUSIVE, 
care of THE SPECTATOR 





Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 





Tickets for Havana 


GREENSBORO, Aug. 25—When you get 
a ticket in an industrial plant it 
usually means you’re fired. When an 
agent of the Pilot Life Company gets 
a ticket from the home office for App- 
a-Week production it is something else 
altogether, for it means a chance at 
some fat cash prizes to be distributed 
at the agency conventions. 

The Pilot has done away with the 
system of giving checks for every 10 
weeks of App-a-Week production and 
on suggestion of R. O. (Jack) Brown- 
ing, who has 812 consecutive weeks to 
his credit, will give 10 tickets for each 
10 weeks of App-a-Week production, 
and at the next agency convention, to 
be held in Havana, all tickets will be 
placed in a hat and drawing will take 
place to select winners of a grand 
prize of $100 and lesser prizes of $75, 
$50 and five of $25 each. 
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20.8% Increase 


| The steady growth which The Guardian has experienced in 
recent years continues at an accelerated pace in 1930. During 
the first six months of this year, Guardian Fieldmen produced 





20.8% more new paid-for business than in the corresponding 


period a year ago. 


| ness. 











Final 





1860—Seventy Years of Service—1930 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 
50 UNION SQUARE - - NEW YORK CITY 





Production in June, 1930, was the greatest for any month in 
the seventy years during which The Guardian has been in busi- 
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| MUTUAL TRUST LIFE 
INSURANCE COMPANY 











Reason 
No. 


| , 


Pays excess interest on dividends and other funds left 
with the Company. Guaranteed rate 342%; present rate 
5%. Pays a post-mortem dividend covering the frac- 
tion of the year between last premium due-date and 
date of death. All insurance, including: fully and partly 
paid up policies, and extended insurance, is participating. 
(Twenty-four consecutive months of gain) 


Mutual Trust 


LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 
77 pote: on Street 
) ILLINOI 
As Faith . 








as OLD FAITHFUL” 
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||| POWER 
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EARN 


That is what the Inter-South- 
ern seeks to develop in its 


agents. {| The Inter-Southern 


is large enough to command 










respect but not too large to 
























Permanent 


Satisfaction 
The Agency Contract of The 


Columbus Mutual provides perma- 
nent, all ‘round satisfaction. The 
Agent knows his patrons are getting 
Protection at Low Net Cost and that 
he is getting Maximum Commis- 
sions, with Vested Renewals and Un- 
This company 













restricted Territory. 
operates on the Direct Agency plan. 
Policyholders and Agents profit as a 


result. 


Columbus Mutual Life 
Columbus, Ohio 












contact 


{ The 


intimate 





maintain 





with its field force. 


Inter-Southern offers Home 

























Office assistance, Home Office 
| touch, Home Office apprecia- 









tion of the obstacles to be 








met by its men in the field. 





‘| The Inter-Southern invites 





ambitious men into its family. 
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INTER-SOUTHERN LIFE’ 


INSURANCE CO. 
LOUISVILLE, KENTUCKY. 








~w 





CAREY G. ARNETT, President 
Home Office, Louisville, Ky. 
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Life Insurance Favored By 
Nomination 





Gubernatorial Candidate in Ala- 
bama Promised to Oppose 
Meddling in Business 


BIRMINGHAM, ALA., Aug. 25.—Ala- 
bama insurance men are on the whole 
pleased over the nomination of Judge 
B. M. Miller for Governor in the Dem- 
ocratic primary. He was elected on an 
economy platform and took occasion 
during the campaign to announce op- 
position to any further taxing of the 
insurance business. The Democratic 
nomination is considered equivalent to 
election so far as Republican opposi- 
tion is concerned, but this year Hoover 
Democrats will have an independent 
ticket in the field at the November elec- 
tion. 

“In my opinion life insurance is not 
only extremely beneficial but has be- 
come almost as necessary as any living 
commodity,” said Judge Miller in @ 
letter to Tram Sessions, member of a 
committee from the Alabama As- 
sociation of Life Underwriters. “Any 
increase by way of taxes would 
necessarily increase its cost. For this 
reason I am opposed to such increase 
and will oppose it if elected Governor.” 

Insurance men were also interested 
in the election of Governor since he 
appoints the State Insurance Commis- 
sioner. Most State employees are said 
to have supported Judge Miller’s chief 
opponent and for that reason he is 
expected to have a “house cleaning” 
at the State Capitol if he triumphs in 
the general election. 


Seven Months Production 


Although it paid for thirteen mil- 
lions of business during eight months 
of 1929 the first year it was in busi- 
ness, the All States Life of Mont- 
gomery, Ala., is practically doubling 
last year’s production up to the present 
time, with almost absolute freedom 
from lapses, according to a statement 
made by President Ben W. Lacy to a 
conference of officers and managers 
held in the home office on Aug. 14. This 
is a most unusual feat especially in 
view of the business panic and the 
prevailing drought. 

Hon. J. Haygood Patterson, presi- 
dent of the Auburn Alumni Associa- 
tion, was present at the conference, and 
acquainted those present with the re- 
cent rapid development of the Alabama 
Polytechnic Institute (Auburn) under 
its present plans, and the plans being 
made for the further disbursement of 
funds coming into the hands of the 
scholarship committee. 
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Progress During 1930 


Nineteen Thirty has seen many strides made 


by the Manhattan. 

Its paid for business shows an increase for | 
each month of 1930 over the corresponding 

months of 1929. 


Its 1930 Rate Book and Manual is up-to-the- 
minute in its completeness. 


Its gain in insurance in force is the best ever. 


It Pays to Be a Manhattan Man 








issued an exceptional Low Cost 








The Manhattan Life Insurance Co. 
654. Madison Avenue at 60th Street 


NEW YORK, N. Y. 


Organized 1850 
THOMAS E. LOVEJOY, President 
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Full Coverage 
Non-Cancellable 
Male and Female Risks 
Starts First Day 
Life Time Coverage 
Old Line Company 
Prompe¢ Claim 
Payments 
Generous Contract 
Large Commissions 
Liberal Renewals 
Substantial Company 
Pays on Any Disease 
Pays on Any Accident 
Pays Special 
Indemnities 





OUR TERRITORY 
Michigan Missouri 
Indiana Pennsylvania 
Illinois California 





Tncome 





Every diligent worker in the In- 
surance field realizes it takes knowl- 
edge, tact, earnest effort and steady 
application to secure results. 


But some policies are easier to 
sell than others and some companies 
more helpful. 


Their advantageous points are 
more evident, the appealing fea- 
tures are more prominent, the ex- 
clusive benefits more easily . ex- 
plained. 


THIS IS TRUE OF THE IN- 
COME GUARANTY GOLD 
SEAL, NON - CANCELLABLE 
POLICY. 


We want more representa- 
tives in our __ territory. a 


Write for full particulars. p 


Guaranty Company 


*Incomes Guaranteed” 











Authorized Capital $1,000,000.00 ¢ Legal Reserve Stock Com 


Income Building 


{ Established 1917}. South Bend, Ind. 
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Making the Prospect Say “Yes 


The Manner in Which You Ask a Question Makes a Lot of 
Difference—Suggestions and Examples in 
Getting Favorable Responses 


By KENILWorRTH H. MATHUS 


Associate Editor, ConMuTopics, The Connecticut Mutual Life Insurance Company 


you think? But an important 

one, this matter of getting the 
prospect to say Yes, isn’t it? And 
wouldn’t you say that, rightly under- 
stood and mastered, a knowledge of 
the underlying principles might help 
your sales? 

Doubtless you, reader, have answered 
these questions just about as I wanted 
you to. Your answer probably was 
“Yes” from start to finish. And that 
was just the answer I wanted. But 
suppose I had presented questions to 
you like this: 

This subject doesn’t present any very 
startling new ideas, does it? It’s 
scarcely the most important thing for 
a salesman to know, is it? And you 
wouldn’t get discouraged and quit the 
life insurance business entirely if you 
had never read this article, would you? 

This time, reader, the chances are 
that we’ve got you saying “No” just 
as vehemently and just as consistently 
as you said “Yes” before. In these ex- 
amples we’ve been trying to influence 
your answers by the manner in which 
we phrased our questions. In doing 
so, we have merely injected into every- 
day business conversation some of the 
fundamental principles of “Sugges- 
tion.” 


fo 4 an unusual subject, don’t 


A Lesson from the Courtroom 


One of the fields where the use of 
“suggestion” has been developed to a 
high degree is of course that of legal 
circles, being used quite commonly in 
cross-examination tactics. Here the prin- 
ciples of “suggestion” are employed 
with startling effect. Without getting 
into a discussion of the psychological 
basis involved, we can safely say that 
experience demonstrates that, other 
things being equal, questions phrased 
properly have a slight tendency to be 
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Illustrations Taken from the Sales Interview 


WRONG 


The Approach 


“May I see you for a few mo- 
ments, Mr. Jones, about a financial 
matter?” (Neutral. Fifty - fifty 
chance of getting a Yes or No an- 
swer. Prospect’s time was all 
planned in advance before the 
agent disturbed him. Nothing in 
phraseology of question to arouse 
sufficient interest or .desire, and 
there is no assumption that the 
permission is going to be granted 
to the agent to present his propo- 
sition.) 


During the Sale 


“Are you interested in saving 
money, Mr. Jones?” (Neutral., Fif- 
ty-fifty chance of getting a Yes or 
No answer. Prospect may be more 
interested in spending, or his, bills 
may be worrying him so that he 
feels saving for him is out of the 
question at present.) 


The Close 


“Whom do you want to get this 
money, Mr.. Jones?” (Neutral. 
Fifty-fifty chance of favorable an- 
swer. Prospect hasn’t said yet 
that he wants anybody to get any 
money. Many of the factors in 
prospect’s mind may influence him 
to make an advisable reply.) 


ope 


RIGHT 


“With your permission, Mr. 
Brown, I’m going to tell you briefly 
of a somewhat Blin financial - 
plan that I’m sure yow'll gee in- 
teresting.” 

(Assumes respectfully that the 
prospect is going to allow him to 
present his proposition. Phrasing 
of question tends to lead to answer 
sought. There is a pretty fair 
chance that prospect will say, 
“Well, all right. Go ahead, but 
make it short.) 


“Of course, you’d like to put by 
a bit toward having more of the 
good things of life if you could 
find a plan that you felt you could 
handle, wouldn’t you, Mr. Jones?” 
(Assumes prospect would like to 
save to get reward in later enjoy- 
ment of good things of life and 
that lack of a plan that he could 
easily handle is main reason why 
he is not saving more at present. 
Phrasing of question indicates that 
a Yes answer is obviously expected. 
Prospect will probably grudgingly 
admit, “Yes, I’d like to save more, 
if I could.” 


“If you started this savings pro- 
gram, Mr. Jones, and anything un- 
foreseen: should happen to you, I 
presume you would like to have the 
money go to Mrs. Jones.” (As- 
sumes that of course prospect will 
want his wife to benefit in case of 
his death. Phrasing of question 
has been put so that a Yes answer 
is pretty sure to be forthcoming. 
Prospect will doubtless say, “Why, 
yes, I suppose so.”) 











THE SPECTATOR 
August 28, 1930 

















OR 











answered as the questioner wishes. 
For example: 

Question—“The defendant wasn’t 
holding any gun in his hand when you 
arrived on the scene, was he?” 

Probable Answer—No. (The sugges- 
tion has been planted in the witness’s 
mind that defendant was not holding 
gun.) 

Question—“Did the defendant have 
a gun in his hand when you arrived?” 

Probable Answer—Neutral. (Fifty- 
fifty chance of reply being yes or no. 
No attempt made by questioner to in- 
fluence reply.) 

Question—“The defendant, at the 
time. you arrived, had a gun in his 
hand, didn’t he?” 

Probable Answer—“Yes. (The sub- 
tle suggestion that defendant had a 
gun in his hand has taken root in the 
mind of the witness.) 


The agent who is keenly alive to 





















Kenilworth H. Mathus 


the possibilities in the use of sugges- 
tion can help his sales, and particu- 
larly his close, immeasurably. 

Let us take, then, several questions 
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commonly used in life insurance selling 
and show both a wrong way and a 
right way to phrase them in such a 
way that, other things being equal, 
we can improve our chances of get- 
ting the replies we desire, and thus 
of having the prospect commit himself 
in favor of our plan. See illustrations 
in italics. 

This brief outline and the examples 
cited are mentioned merely to act as a 
stimulus to the agent himself. Perme- 
ate all your sales talk with the pow- 
erful force that comes from favorable 
suggestion. Questions judiciously put 
and carefully phrased, will enable your 
prospect to himself participate more 
actively in the interview rather than 
merely play the part of a passive list- 
ener, and will tend to elicit responses 
from the prospect in which, knowingly 
or unknowingly, he commits himself 
favorably to your proposition. 

You agree that there may te some- 
thing in this, don’t you? 





Forget About Commissions and 
Apply Your Efforts to Selling 


Such Is the Advice of J. Wade Bailey, Consistently 
Successful Producer for The Lincoln 


National Life 


sonal producers with the Lincoln 
National Life Insurance Company, 
Fort Wayne, Ind., is J. Wade Bailey, 
who joined the company Dec. 22, 1922. 
During the seven and a half years of 
his connection with the Lincoln Na- 
tional he has made the Minute-Men 
Club ($100,000 written and paid for 
during the last four months of the 
year) no fewer than six times; he has 
made the Emancipator Club, which is 
the ranking production honor club, 
seven times, and in 1927 Mr. Bailey 
won the award denoting “most valu- 
able producer of the Lincoln National 
Life.” This award is determined by 
volume and persistency of business. 
As for his selling methods and be- 
liefs, Mr. Bailey says: 


(y: of the most successful per- 


“I believe in selling the prospect a 
need and selling it to him wholeheart- 
edly, without thought of commission to 
be gained or other selfish motives. It 
may be hard to get this attitude, but 
once you have it, it is a wonderful help 
in building confidence in the mind of 
your prospect and aiding the sale. This 
attitude also gives you the inside track 
In becoming the prospect’s sole insur- 
ance advisor. I believe strongly in the 
Power of briefing as an aid in selling, 
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and especially in selling larger poli- 
cies. Personally I have been strong for 
business insurance and my _ present 
sales record is made largely in this 
field, but I sincerely believe that these 
principles will work in all other 
branches of life insurance selling as 
well.” 





J. Wade Bailey 





TAKE A TIP FROM THE 
MODERN FISHERMAN 


NCE there was a most enter- 

prising young man who en- 
joyed fishing, but he was a little 
different from most members of 
his ilk. He didn’t like to go fish- 
ing until he knew that he stood a 
good chance of catching what he 
went after. 

Accordingly he hit upon the 
following scheme: He would go 
over to a neighbor’s yard where 
they kept fish in a small outdoor 
pool. By studying their actions 
he could tell whether or not the 
day was right for fishing. If the 
day was right for fishing, he usu- 
ally returned with a good catch. If 
the day was poor for fishing, he 
chopped wood or weeded the gar- 
den. He discovered a method to 
stop wasting his time when there 
wasn’t a chance! 

Shouldn’t this principle work 
the same in life insurance? If 
the ice men aren’t buying, call on 
the theater owners. Go where 
you know you have achance. Your 
trade magazines, house organs, 
business forecasts, etc., will tell 
you where.—The Emancipator. 











To Address Convention 


The national and supreme conven- 
tion of the Independent Order of 
Herdsmen will be held in Cincinnati on 
Sept. 18. One of the guest speakers 
will. be Charles M. Biscay, manager of 
the ordinary department of the West- 
ern and Southern Life Insurance Com- 
pany. Several Government officials 
from Washington are also invited to 
address the convention. 
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Non-Participating Versus 
Participating Life Insurance 


J. S. Elston’s Paper at Ninth International Congress 
of Actuaries at Stockholm Stresses Advantages 
of Non-Participating Type 


James S. Elston, assistant actuary in 
the life department of the Travelers 
Insurance Company, Hartford, pre- 
pared for discussion at the ninth In- 
ternational Congress of Actuaries at 
Stockholm a paper on the subject of 
non-participating life insurance in con- 
trast to participating insurance. His 
paper, in part, was as follows: 

This comparison of participating in- 
surance with non-participating insur- 
ance is confined entirely to actual con- 
ditions in the United States. The lat- 
ter form may be fittingly called guar- 
anteed-cost insurance because not only 
is the settlement certain as in partici- 
pating insurance but a comparatively 
low premium is guaranteed through- 
out all adverse contingencies. Un- 
fortunately because of limitation of 
space and also because of more inti- 
mate knowledge of one company some 
of the following arguments are based 
on the experience of one non-partici- 
pating company only but there is no 
implication that the same or similar 
arguments would not apply to other 
companies. The wording of the ques- 
tion does not call for proving that all 
non-participating insurance is as ad- 
vantageous as participating. 

It is understood that the arguments 
herein do not deny the great good that 
has arisen from participating insur- 
ance. All old-line life insurance in this 
country has been one of the most 
beneficent if not the most beneficent 
economic force in the development of 
the country. The participating com- 
panies have played a prominent part 
in the growth of life insurance and 
their services are not to be minimized 
though it appears to the writer that 
it is and has been exceedingly difficult 
for those companies to distribute sur- 
plus in an equitable manner. 

Most life insurance in this country 
is sold for protection of beneficiaries. 
The greatest need for this from the 
standpoint of the welfare of the coun- 
try is for young men with families. 
Ten thousand or fifteen thousand dol- 
lars to enable a mother to keep to- 
gether, train and educate a family of 
children after the death of the father 
is of immensely greater importance 
than much larger policies sold to add 
to the estates of older men who have 
accumulated property, and in general 
of men whose children have grown up 
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and whose need for protection is very 
much less. Suppose that a man of 25 
is propesing to buy $10,000 whole life 
insurance in a “typical traditional 
participating” company. For the same 
premium he can obtain about $14,000 
corresponding non-participating insur- 
ance. Of course the comparative 
amounts vary with the company, the 
form of policy and age at issue. 


Theory and Practice 


Theoretically, in some cases, if all 
dividends are saved and accumulated 
at a reasonable rate of interest, the ac- 
cumulated value after perhaps twenty 
years would be greater under the par- 
ticipating plan. But unfortunately 


human nature is such that the com-. 


paratively small annual dividend is 
usually spent for consumtion goods or 
at least not constructively saved. If 
the policyholder can invest the given 
amount necessary to pay the first 
premium he can usually save a corre- 
sponding amount thereafter. In very 
few cases would the dividend reduction 
be a determining factor in paying re- 
newal premiums. How much greater 
economic benefit to the country that 
such men should secure the additional 
$4,000 protection for their young fam- 
ilies when they need it than that they 
should choose the comparatively small 
future reduction in cost. On this score 
alone I believe that in most cases 
guaranteed-cost insurance is more ad- 
vantageous than participating insur- 
ance. 


Use of Dividends 


It may be argued that the annual 
dividends can be used to purchase paid 
additions without medical examination. 
For the same premium there is then 
$4,000 additional initial insurance under 
the guaranteed-cost plan. In each sub- 
sequent year the participating insur- 
ance increases slightly until at the end 
of perhaps twenty years the accumu- 
lated insurance is the same. The par- 
ticipating policy is more favorable to 
the policyholder that lives and keeps 
his insurance for many years, but for 
the most cases the guaranteed-cost in- 
surance is, I believe, more advantage- 
ous. In fact, actual comparisons worked 
out on this basis are astonishingly 
favorable to the latter type of policy. 
Purchase of single premium life insur- 
ance is. not the best economic method 





of obtaining protection for the average 
policyholder. 

The arguments of a participating 
company that insurance is sold exactly 
at cost, and that all profits go to the 
policyholders while profits in non- 
participating companies go to the 
stockholders have somewhat the at- 
traction of investment in common 
stocks. How great are the real profits, 
that is the excess of the “dividends” 
above the return of excess premium 
payments? Let us consider the his- 
tory of one non-participating company 
during the last twenty years. A shorter 
period would appear unfair. The whole 
history during 65 years produces al- 
most identically the same ratios. Dur- 
ing 1909-1928 cash dividends of 
$9,545,000 and stock dividends of 
$1,500,000 were paid to stockholders 
from the life department. Without 
analysis this item appears significant, 
but when compared with the size of the 
business it is comparatively unim- 
portant. It amounts to an annual 
charge of $.30 per $1,000 insurance in 
force if the cash dividends are used or 
$.35 if the total dividends are used. 


‘Does $.35 appear an_ unreasonable 


charge to pay the stockholders in re- 
turn for their guaranteeing without in- 
crease in rate the fulfillment of all 
contracts during wars, influenza epi- 
demics and any possible decline in the 
interest rate on investments? Few 
participating policyholders realize that 
if there is no capital stock to guaran- 
tee the fulfillment of contracts the 
policyholders themselves must furnish 
the guarantee. Theoretically, divi- 
dends are withheld during’ early 
policy years to help form an adequate 
surplus to provide against adverse 
contingencies with an idea that these 
dividends will be eventually paid to 
the policyholders. 

The reason why certain non-partici- 
pating companies can sell life insur- 
ance at lower actual cost than partici- 
pating companies is partly that they 
can offer the agents all the advantages 
of a multiple line company. Practically 
no participating policies are sold by 
multiple line companies. When an agent 
sells a life insurance policy he may also 
sell an accident and an automobile 
policy to the same prospect. Conversely 
certain companies have built up such 
a reputation for fair dealing and ser- 
vice in other lines of insurance that it 
is easy for the agents to sell life insur- 
ance to policyholders in those lines. 
Furthermore, inasmuch as the prospect 
thinks principally of the initial outlay 
and as the participating premium is so 
much greater than the guaranteed-cost 
premium, the agent is usually able ta 
sell larger amounts of insurance to the 
prospect -than is the participating 
agent. 
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Advertising Life Insurance 


Life Underwriters of New York City Have Pledged 


Funds for Institutional Campaign to Start in 
September ; History of Movement 


Life Underwriters Association 

of the City of New York will 
start a campaign of institutional ad- 
vertising which was proposed during 
the early part of this year. A history 
of this movement, together with an 
expression of what the campaign is 
expected to accomplish, is given in the 
following article written by Frank J. 
Mulligan, of the Guardian Life, and 
chairman of the advertising commit- 
tee. Much of the success of the proj- 
ect is due to the energetic work of Mr. 
Mulligan. The article follows: 

In the July 31, 1930, issue of Print- 
ers’ Ink the editor says, speaking of 
the lack of advertising support in life 
insurance: 

“They (the agents) find themselves 
handicapped by the absence of an ade- 
quate understanding of its benefits on 
the part of the public and they also 
suffer from the noncommittal glint 
which lights the eyes of a prospect 
when an agent introduces himself as a 
life insurance salesman.” 

The editor of Printers’ Ink puts his 
finger right on the point that has been 
disturbing the New York Life Under- 
writers Association until several months 
ago when discussion of a cooperative 
advertising campaign was started. No 
one denies the lack of understanding 
on the part of the public and it may 


)ZD ties the coming month the 
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well be said that the life insurance man 
always has, as his first job, an expla- 
nation of the fundamental uses to which 
life insurance is put as a part of every 
sales talk he makes. What a tremen- 
dous influence for greater sales it 
would be if we could eliminate this 
discussion of principles, this education 
of the prospect and confine ourselves 
to service more diagnostic in charac- 
ter. 


Beginning Next Month 


Actuated by these thoughts the Un- 
derwriters’ Association has released to 
their advertising agency orders for 
copy to be placed in the metropolitan 
dailies beginning in September. It is 
only natural that this campaign should 
be a modest one in its beginning; it is 
financed entirely by the voluntary sub- 
scriptions of general agents, managers, 
superintendents and agents. And what 
is more, the entire fund so raised thus 
far has been without the personal so- 
licitation of any member by any com- 
mittee of the association. When a good- 
ly number of nearly two thousand 
members is actuated to donate its 
money, whether in large or small 
amounts, voluntarily, to a project that 
is as yet untried there must be both 
an understanding of the value of ad- 
vertising and a splendid caliber of 
membership to deal.with. This is ex- 





What 


Are You Worth 
In An Arm Chair? 








Wwure you are driving your hardest at 
your desk, your business is profiting 
from your presence—your management. 
Your earning power during these years is at 
its highest point and you are able to provide 
your wife and children with the things they 
want and must have. 


But how about that time when you decide that you 
have worked hard enough? When you want to retire, 
and spend your time in travel, or golf, or reading and 
writing? How much will you be worth when you settle 
back in a comfortable chair? Will your well-earned 
release from worry and responstbility be impossible 
of attainment because of lack of funds? 


Life insurance will solve 


the problem of 


we Unperwriters AssociatTi( 
of the CITY of NEW YORK, Inc. 








Three samples of the types of messages that will precede the 
New York underwriter into the office of his client. 


actly the fortunate position in which 
the association finds itself. 

It is interesting to note the steps 
that have been taken in bringing the 
details of this campaign to the atten- 
tion of the members. At one of the 
dinner meetings last winter, attended 
by some eight hundred members, the 
campaign was first mentioned without 
any effort made to obtain pledges or 
offers of assistance. The idea took im- 
mediately, following a short talk out- 
lining the benefits to be expected on the 
part that might be played by the mem- 
bers. 

In the interval between this and the 
next meeting six pieces of advertising 
copy were prepared and were placed on 
each plate at the dinner. The members 
were then asked to vote, first whether 
they approved of a plan of institution- 
al cooperative advertising, second 
whether they would contribute on an 
equitable basis toward such a plan. 
Highty per cent of those present voted 
affirmatively and a great many checks 
were collected at that dinner. 

The next step taken by the commit- 
tee was to devise a method whereby 
the subscribers to the plan would re- 
ceive benefits not shared by those wha 
were content to “let George do it.” It: 
is realized, of course, that advertising: 
in the daily papers can be made use of 
by any salesman, and therefore in & 
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large body of men there would be many 
who would be content to take the ben- 
efit from some one else’s foresight. 
This led the committee to prepare ad- 
ditional benefits for the subscribers in 
the form of advance information which 
our advertising experts have called 
“merchandising the advertising.” 

Prior to the appearance of each piece 
of copy reprints of the advertising will 
be mailed exclusively to the subscribers 
and attached to these reprints will be 
suggestions by prominent underwriters 
for approaches to be used by the agents 
in soliciting with the advertisements as 
an aid. 

Every agency spends a great deal 
of time in sales talks, prospecting, 
planning of all kinds, and here is a 
ready-made plan which will automati- 
cally be brought to the attention of a 
large percentage of the hundreds of 
thousands of readers of the metropoli- 
tan dailies every week. 


Has Educational Features 


We all know this advertising will not 
cause any large lines of buyers to form 
outside of insurance offices, but our 
advertising counsel tells us that we 
can confidently count on more intelli- 
gent questioning from the public as 
the advertising progresses, and this 
certainly should mean in some degree 
a lessening of sales resistance. 

To sell this idea thoroughly to our 
members still other explanatory liter- 
ature was mailed to them. Again this 
visual evidence of our plans brought a 
generous response from a larger num- 
ber. 

Utilizing as we were the services of 
a large advertising agency with a corps 
of excellent copy writers, it was only 
natural that some excellent thoughts 
should result, and a fourth circular 
was mailed to our list and again 
brought a good response from our mem- 
bers. This circular was valuable in 
that it gave what we might call a lay- 
man’s point of view on the problem. 
That is, the writer of the circular had 
only the layman’s knowledge of life 
insurance and the slant that he took 
in both cartooning and copy produced 
some very favorable remarks and again 
brought in more money. 

Particularly did the journals that 
commented on this circular bring out 
the point that we were not promising 
more than we could perform and the 
admonition not to expect any over- 
night increase in sales or interest was 
very well taken. 

In the natural course of events the 
news of our campaign got to the very 
well known Printers’ Ink and the com- 
mittee was interviewed by one of the 
editors of this magazine. The result 


was the article in the July 31 issue, 
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of which reprints were sent to the en- 
tire membership, again with good finan- 
cial results. 

The association is now one month 
away from its starting date, with ap- 
proximately 70 per cent of a year’s 
campaign in hand. Based on the man- 
ner in which the subscriptions have 
come forward voluntarily, the associa- 
tion is absolutely assured that the 
budget necessary will be forthcoming 
in the fall, when an active soliciting 
campaign will get under way for the 
balance of the funds. The money raised 
in this manner, it is also expected, will 
be augmented by an additional number 
of voluntary sutscriptions from those 
members of the association who have 
not yet come forward with their 
pledges but who will be impelled to do 
so when they see the copy appearing 
in the metropolitan dailies. 

The life insurance agent is a better 
agent who affiliates himself with the 
constructive movements in his business, 
and so as one of the benefits of this 
campaign it is expected that it will 
tend to make good men in our business 
better men, and will tend to attract 
the better type of man now outside the 


business. This type of man will be wel- 
comed by every present member of the 
association. 

In seeking pledges for the campaign 
it is necessary to determine the basis 
that would inelude the greatest number 
of those within the association because 
it is believed that at the end of the first 
year of the advertising campaign the 
association members will have had an 
experience in the value of advertising 
that will tend to make them demand a 
continuance of the campaign at a much 
higher rate than the initial rate. So 
far the association has suggested that 
each agent contribute $3 for each com- 
pleted $100,000 of paid business, with 
a maximum contribution of $20. And 
each manager, superintendent or gen- 
eral agent $10 for every completed 
million dollars of paid business, with a 
maximum of $250. Or, as the pledge 
states, “any amount you would prefer 
to contribute disrelated to the volume 
of business.” 

This has resulted in a great major- 
ity of the pledges being. made on the 
basis as suggested, but in a great num- 
ber of cases amounts have been sent in 
far in excess of the suggested basis. 





Blind Agent Wins Success with 
Connecticut Mutual 


Former Dentist, Aided by Disability Benefits on 
Advent of Blindness, Turns to Life Insurance 


OW near tragedy came to a‘suc- 

cessful professional man, how he 
refused to be downed, and how he even- 
tually climbed to success in a totally 
different field is seen in the life story 
of Dr. J. H. Pearce, now a Peoria rep- 
resentative of The Connecticut Mu- 
tual Life Insurance Company. 

A few weeks after returning from 
his honeymoon in 1916, Dr. Pearce, 
a graduate of the Dental School of 
Chicago University, got an infection in 
his eyes while working at his dentist 
chair, and soon became blind from a 
streptococcic infection. For two or 
three years he and Mrs. Pearce sought 
throughout the country some specialist 
who could save his eyes, but to no 
avail. When search was finally given 
up and an analysis of the situation 
taken, the chief asset was a $2,500 life 
insurance’ policy in The Connecticut 
Mutual, with disability income bene- 
fits. (Dr. Pearce has disability claims 
No. 1 and No. 2 with the company.) 

During the three years that were 
spent searching for some specialist who 
could restore his eyesight, Dr. Pearce 





spent over $10,000, not counting the 
loss of income that he suffered at that 
time. 

A little $2,500 policy put him in the 
life insurance business, where it gave 
him some comprehension, at least, of 
a disability income for which the whole 
family is protected. Needless to say, 
almost every policy that Dr. and Mrs. 
Pearce have written since 1918 has in- 
cluded disability benefits. 

The Connecticut Mutual has been in 
business in Peoria for over sixty years, 
and Dr. and Mrs. Pearce derive great 
pleasure from giving good service to 
policyholders there. At the same time 
they have consistently produced during 
that time some two or three hundred 
thousand dollars each year since they 
have been in the business. 

Doctor Pearce has had more than av- 
erage success in the life insurance busi- 
ness and is, we dare say, an incentive 
for other men in the life insurance 
business to succeed. He often remarks 
that if a blind man can succeed in the 
work, why can’t other men who have 
the use of all their faculties? 
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What Insurance should 
he ca 


How should he be sold? 


and — 








N presenting model sales talks, through the medium of Bill Jones 
as the typical home owner, THE SPECTATOR has endeavored to 
demonstrate to the new man and to the regular life agent who 

has not been so successful, just how men who have achieved success 


go about the job of selling. 


Adapt these methods to your own 
personality, present them in your own 
manner, but retain the essentials. See 
then how they work. Among the best 
of such talks in current circulation is 
an organized presentation that has 
been used with great success by 
Hibbert G. Noble, general agent for 
the New England Mutual Life at Lin- 
coln, Neb. The New England Pilot 
must be credited with the following: 

I represent the New England Mu- 
tual Life Insurance Company, and 
would like to tell you about our Salary 
Continuation Plan. This is an arrange- 
ment of insurance which is interesting 
many of our patrons. By this plan a 
man can leave the family any part of 
his salary that he thinks they will re- 
quire. It is difficult to think of one’s 
family with the mainspring out of it, 
but those things do happen, and the 
family’s needs are just as real as-if 
he were with them. Probably a man 
spends one-third on himself, perhaps 
more. Anyway, we all admit that the 
family must have some money, and the 
very best way to leave it is the way 
they are in the habit of receiving it, 
which is in the form of an income pay- 
able at regular intervals. 

For example, could your family get 
along on $100 a month? (Figures to 
fit your man.) $10,000 would give 
them $100 a month for ten years and 
six months. Or, it would give them 
$40 a month as long as the beneficiary 
lives, and then leave the $10,000 for 
your children. 

This Salary Continuation is the saf- 
est way to leave money. No one is 
going to beat them out of it, and they 
are not going to be tempted to riotous 
living. Nor is this all one-sided, be- 
cause if you live, as you expect to, 
you have made a saving for yourself. 
It will come to you for your own old 
age. 

A Life Insurance policy is just as 
good property as you can buy. It will 
do anything that any property will do 
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except pay you an income when you 
don’t need it. You will admit that if 
anything. should happen to you, there 
is no place you could put your money 
where it would do so much for your 
family. (Let him answer.) 

If you live, it will pay you three 
times as much per month from 65 on 
(when the majority of men need it 
most), as you will put into it from 
now until 65. Wouldn’t that be an in- 
vestment? Protect your family for 30 
years, then take care of yourself in 
your old age. Can you beat it? (Ordi- 
nary Life, age 35, $10,000, Dividends 
left on Deposit, costs $22.50 per month, 
and on present Dividend Scale, at 65 
pays $75.60 per month, 10 C. and C.). 

In addition to all this, you have had 


a guaranteed market value all the time 
that you have been accumulating. 
Show me some other property with a 
guaranteed market value! 

Furthermore, this is the most syste- 
matic way to make a saving. You put 
by a certain amount each year, and 
there is just enough compulsion in a 
Life Insurance contract to keep you 
at it, with no care or worry. No man 
who has carried Old Line Insurance a 
few years ever regrets it. It is Prop- 
erty,—live, die, or quit! 

If the payment of the whole annual 
premium now would be inconvenient 
to you, we can spread it out so you can 
handle it easily. You want to leave 
the family a part of your salary if you 
should die, and you want $10,000 at 
65, if you live. Let’s begin now. You 
could pass an examination now, 
couldn’t you? Our doctor is usually 
available at this time. Let’s see him 
now? 
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FOURTH EDITION 
Thoroughly Revised, Improved and Greatly Enlarged 


Fire Insurance Inspection and 
Underwriting 


By Dominge and Lincoln 
Members of National Fire Protection Assn. 





Over 5500 different subjects treated 
Numerous illustrations 






1150 pages of timely information—knowledge which may make profit or prevent loss. 
A book which no fire underwriter can afford to be without. 






A Complete Text and Reference Book 
for All Insurance Men, comprising 





Processes and Materials Used in Manufacturing and Mercantile 
Establishments 


Chemicals and Fire Hazards Described 
Causes and Lessons Learned in Prominent Fires 
Effect of Fire, Smoke and ‘Water on Contents 
Dangerous Subjects Under Trade Names 
Definitions of Insurance Words and Phrases 
Descriptions of Various Forms of Insurance 
Standard Policy Thoroughly Explained 
Alphabetically Arranged and Well Cross-indexed 












PRICES: 


Per Copy (regular edition) $6.50 
12 copies $70 25 copies, $130 
50 copies, $200 100 copies, $350 


Edition de luxe, real flexible leather, gilt edges, thumb indexed, $10 
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Publishers 
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Fire and Marine Insur- 
ance for 1929 


New York Department Re- 
port, Now on Press, Gives 


a Summary of Statements 


$240,800,699,663 in Force 


Aggregate Business of 318 Joint- 
Stock and 74 Mutual Fire and 
Marine Companies Is Shown 


Thomas F. Behan, acting superin- 
tendent of insurance, has in press the 
first volume of the seventy-first report 
of the department, dealing with fire 
and marine insurance and summarizing 
the 1929 statements of such companies 
authorized in New York State as 
audited by the department. 

This volume is prefaced with the de- 
partment report to the 1930 Legisla- 
ture, in the form of text and tables, re- 
viewing the activities of the year 1929, 
and making a number of recommenda- 
tions. The insurance legislature of 
1930 will be shown in a later volume. 

The aggregate business of 318 joint- 
stock and 74 mutual fire and marine 
companies authorized in New York 
State during 1929, and their condition 
at the end of that year, are summarized 
as follows: 











Increase 
1929 Over 1928 
Assets, Dec. 31... $2,880,648,913 $226,152,701 
TASDINEIGS .oc ccc’ 1,335,390,050 42,429,353 
LOOT: a ere 411,202,278 62,688,258 
SUNN 6 6:5. oo 606: 1,134,056,586 121,085,091 
Fire premium in- ‘ 
OU eivacia swans 793,058,305 23,188,641 
Other premium 
TIE coos 0.650 288,994,273 15,429,641 
Total income..... 1,423,271,154 87,293,240 
Fire losses paid.. 347,844,407 8,986,701 
Other losses paid. 128,121,791 (—)8,906,872 
Total disburse- 
TER an chs 6 <> 1,171,325,587 77,316,286 
Fire risks written 
1, ORR. i<.e5-0<« 186,776,604,563 19,390,444,120 


Other risks writ- 

ten in year.... 
Total in force end 

OF GORE es 240,800,699,663 12,724,842,886 

In addition to the above companies, 
seventeen Lloyds and _ interinsurers 
show assets of $24,234,904; liabilities, 
$7,656,992; premium income, $8,470,- 
837; losses paid, $2,839,611. 

The total of fire premiums received 
in New York State during 1929 by 
joint-stock and mutual companies was 
$105,706,245; fire losses incurred, $47,- 
875,281. 

Ocean marine premiums received by 
joint-stock and mutual companies in 


199,660,502,966 25,556,303,702 
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Presented with Gavel 














The Insurance Brokers’ Association 
of New York presented County Judge 
Albert Conway of Brooklyn, formerly 
New York State Superintendent of In- 
surance, with a handsome ivory gavel 
at a luncheon given in his honor Tues- 
day noon at the Montauk Club, Brook- 
lyn. 








New York totaled $30,420,765; losses 
incurred $16,531,116. 

All premiums other than fire and 
ocean marine received by joint-stock 
and mutual companies in New York, 
including motor vehicle, aircraft, in- 
land navigation, tornado, windstorm, 
hail, sprinkler leakage, earthquake, 
etc., $42,830,972; losses incurred, $20,- 
098,837. 

Total amount of fire risks written by 
joint-stock and mutual companies in 
New York during 1929 was $15,607,- 
434,731; an increase of $714,501,090 
over 1928. 

Total amount of all risks other than 
fire written in New York, $48,260,- 
163,595, an increase of $7,157,390,843; 
of which principal sum $8,626,062,690 
covered ocean marine risks, an increase 
of $1,034,773,951 for 1929 over 1928. 

Earthquake insurance risks written 
in New York last year amounted to 

(Coneluded on page 25) 


National Association 
and Local Boards 


Breakfast Conference to Be 
an Important Feature of 
Annual Convention 


S. J. Horton Will Preside 











For Ten Years Has Been Exec- 
utive Director of Famous 


Cleveland Board 


Practical demonstration of efficient 
local board machinery will be set up 
by Secretary S. J. Horton of the In- 
surance Board of Cleveland at the 
breakfast conference which he will con- 
duct at eight o’clock on Thursday 
morning as a feature of the annual 
convention of the National Association 
of Insurance Agents at the Adolphus 
Hotel in Dallas, Oct. 7, 8, 9 and 10. 


The conference is designed not for 
local board officers alone, but for every 
agent who is interested in establishing 
a local board in his own community, or 
who wants to increase the prestige and 
usefulness of a local board already in 
operation. 

Mr. Horton will explain first the fun- 
damental principles on which a local 
board should be built, and then detail 
the actual working arrangements of a 
super-service board, such as he con- 
ducts in Cleveland. 


Hundreds of requests that Mr. Hor- 
ton receives annually from all over the 
country for information about the 
Cleveland Board indicate that the 
scheduled breakfast conference, in- 
ducted into the convention program, 
will be well received. It was instituted 
by an executive committee because of 
its conviction that properly constituted 
local boards are the foundation of the 
National Association structure, and 
with the thought that through such 
a conference, interest in their organi- 
zation will be stimulated, and improve- 
ment in those already in existence may 
be brought about. 

The prestige of the Cleveland Board 
as one of the outstanding local organi- 
zations is unquestioned. Its annual 
meetings are highlights of the insur- 
ance year, and are always visited by 

(Concluded on page 29) 


Fire Insurance 



































































24 


Thirty-Fourth Convention 
of Iowa Agents 





Held Monday and Tuesday of 
This Week at lowa City— 
Officers Elected 


The thirty-fourth annual convention 
of the Iowa Association of Insurance 
Agents held on Monday and Tuesday 
of this week at Iowa City proved a 
most interesting and successful affair. 
The convention was welcomed Monday 
morning by George F. Kay, dean of the 
College of Liberal Arts, S. U. I., to 
which Vice-President Fred W. Colvin 
responded. 
and the feature address of the session 
was made by Past President L. H. 
Stubbs, of Cedar Rapids. Other speak- 
ers at the sessions Monday afternoon 
and Tuesday. were: Past President J. 
H. Vaughan, Waterloo; G. KF. Thomp- 
son, Cedar Rapids; Hor. Otto F. 
Lange, Dubuque; Edward H. Lauer, 
professor and director of physical edu- 
cation, S. U. I.; Past President J. J. 
Sheppard, Cedar Rapids; E. M. Wes- 
ner, Burlington; Past President B. B. 


Hobbs, Keokuk; Clyde H. Kissick, 
Oskaloosa, and David H. Murphy, 
Dubuque. The annual banquet was 


held Monday evening. 

Fred W. Colvin, Sioux 
elected president for the ensuing year 
and other officers elected were: Clyde 
H. Kissick, Oskaloosa, vice-president; 
Ross P. Brown, secretary-treasurer, 
Sioux City. The executive committee 
consists of Chester E. Ford, chairman, 
Des Moines; Sam T. Morrison, Iowa 
City; John Haynes, Davenport, and 
A. P. Spears, Centerville. The con- 
vention next year will be held at Sioux 
City. 


Fewer Fees 


INDIANAPOLIS, IND., Aug. 26. — A 
ruling by James M. Ogden, Indiana at- 
torney-general, will stop collection of 
50-cent fees by district State fire offi- 
cials in reporting fires unless the fire 
results in property damage. Formerly 
the officials have received the fee for 
every fire reported, but the attorney- 
general said they had taken advantage 
of the recent drought and reported 
small grass fires of no moment and 
attempted to collect the usual fees. 


July Lists Issued 


The Underwriters’ Laboratories of 
Chicago, maintained by the National 
Board of Fire Underwriters, has issued 
its July, 1930, lists of inspected fire 
protective appliances and inspected gas, 
oil and miscellaneous appliances. 


Fire Insurance 


Reports were presented : 


City, was. 


Forty-Five Years with the 
Royal Insurance 





Henry M. Warfield, Manager of 
Baltimore Office, Oldest in 
Point of Service 


BALTIMORE, Aug. 25. — Henry M. 
Warfield, head of the Henry M. War- 
field-Roloson Company, and who re- 
cently observed his forty-fifth year of 
connection with the Royal Insurance 
Company, is the oldest, in point of ser- 
vice, on the staff of the New York 
Department of the Royal. 

Mr. Warfield went with the company 
in 1886 as a clerk in the Baltimore de- 
partment under his brother, R. Emory 
Warfield. The office at that time in- 
cluded Maryland, Virginia, and West 
Virginia, and reported direct to Liver- 
pool. 

At the time of the consolidation of 
the Baltimore department with Phila- 
delphia in 1916, R. Emory Warfield was 
appointed manager of the Philadelphia 
office and Mr. Warfield succeeded him 
as manager here. 

The agency was incorporated under 
its present name in 1923 when F. 
Albert Roloson joined the firm and in 
1927 Preston D. Callum became a mem- 
ber of the firm and was appointed sec- 
retary. 


Canada’s Fire Protection Week 
October 5-11 


OTTAWA, CANADA, Aug. 25. — Can- 
ada’s fire prevention week this year 
will be from Oct. 5 to Oct. 11, inclusive. 
Announcement of the issuing of a 
proclamation for an educative cam- 
paign over this period was made by 
Sir George Perley, acting prime min- 
ister, on the 22nd, inst., following a 
sitting of the cabinet. Throughout the 
Dominion this campaign will be waged 
through lectures, moving pictures and 
literature with the end in view of pre- 
venting fires so destructive to the 
country. The ardent wish of the gov- 
ernment is to secure the cooperation of 
all Canadian people in this effort. 


The Careless Cigarette Smoker 


FRANKFoRT, Ky., Aug. 26.—The first 
case of court proceedings in this State 
this year against persons who care- 
lessly set fire to forests was that 
against John Thomas who was fined for 
setting fire to the underbrush of Black 
Mountain. He was arrested by Lloyd 
Daniel, chief forest warden, and was 
fined $10 and costs for carelessly 
throwing down a cigarette stub that 
set fire to the mountain. The fact has 
been widely advertised with the view 
of stopping such carelessness and viola- 
tions of the law. 













Missouri Fire Fighters to 
Attend School 





Will Be Held at Kennett Septem- 
ber 9, 10 and 11 and May Be 
Made Annual Affair 


Fire chiefs and firemen from all of 
the principal cities and towns of South- 
east Missouri are expected to attend 
a school of instruction for firemen to 
be conducted at Kennett, Mo., on Sept. 
9, 10 and 11. Fire Chief Fred Kirk- 
patrick of Poplar Bluff will be the prin- 
cipal lecturer. 

H. C. Ousley of the engineering de- 
partment of the Missouri Inspection 
Bureau has perfected the arrange- 
ments and program for the school 
which is calculated to build up the fire 
fighting efficiency of the fire depart- 
ments in Southeast Missouri. The 
latest methods in combatting fires and 
in caring for fire equipment, salvaging 
property, saving life, inspections and 
fire prevention will be taught those at- 
tending the school. 

With the exception of its chief the 
Kennett fire department operates on 
the volunteer plan. Members of this 
department plan to attend every 
session of the fireman’s short course 
school. It is planned to make the 
school an annual affair for southeast 
Missouri. Next year it will be held 
in Poplar Bluff. 


Qualified Early 


BALTIMORE, Aug. 25.—Five of the 
agents of Apple & Bond, general 
agents of the Travelers Insurance Com- 
pany of Hartford, Conn., have already 
completed their allotment for the month 
of August. Two of them—W. J. Wilson 
and W. J. Ewing, are new men, having 
been taken on this year. A loving cup 
will be awarded at the end of the 
month to the representative making 
the largest increase over his apportion- 
ment and replicas of the cup will be 
given each representative making his 
allotment. 


Arson Cases in Indiana 


INDIANAPOLIS, IND., Aug. 26. — 
Twenty-three new arson cases were 
investigated by the State fire marshal 
in Indiana during the past month. The 
arson division has been particularly 
active during the past six months. Of 
the cases investigated during the last 
month there were eight confessions and 
one case was submitted to the grand 
jury and five were filed in court by 
affidavit. At the present time sixteen 
cases now are pending in courts. The 
last month saw two cases tried and two 
convictions obtained. No case has been 
dismissed. 
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Insurance Day Confer- 


ence in Connecticut 


To Be Held September 9 
While Commissioners’ 
Meeting Is in Session 








George L. Chase Chairman 





Program Includes Many Notable 
Speakers and a Wide Variety 
of Subjects 


More than a thousand representa- 
tives of the executive and administra- 
tive staffs of Connecticut life, fire, and 
casualty and surety insurance com- 
panies will be in attendance at the 
sixth annual insurance day conference 
to be held Sept. 9 at Hartford while the 
National Convention of Insurance 
Commissioners is also in session. The 
program for the conference has been 
arranged so that the delegates and visi- 
tors to the national convention will have 
an opportunity to attend a model in- 
surance day meeting. 

The conference will convene in the 
auditorium of the Travelers Insurance 
Company at 10.30 o’clock on Tuesday, 
Sept. 9, and after a reception for the 
guests will be called to order at 11 
o’clock by James L. Case of Norwich, 
general chairman. Three of _ the 
speakers at the forenoon session will be 
James P. Wyper, president of the 
National Board of Fire Underwriters; 
James A. Beha, general manager of 
the National Bureau of Casualty and 
Surety Underwriters, and John M. 
Laird, vice-president Connecticut Gen- 
eral Life. The general subject of the 
three talks will be “Present-Day 
Trends,” with Mr. Wyper discussing 
the topic from the standpoint of the 
fire insurance business, Mr. Beha from 
the angle of casualty insurance and 
Mr. Laird from the standpoint of the 
life insurance business. 

Following a discussion period which 
will allow agents attending the con- 
ference to express their remarks on the 
talks previously made, there will be 
three addresses on the general subject 
of “Meeting the Issue.” Walter H. 
Bennett, executive secretary and coun- 
sel, National Association of Insurance 
Agents, will be the first speaker and 
will have “The Agents” as his partic- 
ular subject under the general topic. 
The speaker from the standpoint of the 
companies is yet to be announced. 
William H. Fortune, vice-president of 
the National Shawmut Bank of Boston, 
will discuss the general subject from 
the viewpoint of the public. 
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James Wyper 


Connecticut Insurance Day Conference 
Will speak on “Present Day Trends” at 


A luncheon is to be served in the 
ballroom of the Hartford Club, and the 
committee in charge of the Insurance- 
Day Conference has extended an invi- 
tation to the delegates and guests of 
the National Convention of Insurance 
Commissioners. In the afternoon at 
3 o’clock a meeting of the fire, casualty 
and surety agents will be held in the 
auditorium of the Travelers, in charge 
of Frank W. Brodie, president of the 
Connecticut Association of Insurance 
Agents, and at the same time a meet- 
ing of the life insurance agents will 
be held in the auditorium of the Phoenix 
Mutual. Life Insurance Company, at 
which time Roger B. Hull, general 
counsel of the National Association of 
Insurance Underwriters, will make an 
address. Other speakers will be Clyde 
B. Smith, president of the National 
Association of Insurance Agents; 
Thomas B. Donaldson, former insur- 
ance commissioner of Pennsylvania, 
and Fred Bruns, president of the Ex- 
celsior Insurance Company, Syracuse, 
N. Y. The sessions of the agents will 
be open to the delegates and guests of 
the national convention. 

The annual banquet will be held at 
7 o’clock in the ballroom of the Hart- 
ford Club, with Mr. Case presiding. 
The speakers at the banquet will in- 
clude Col. Howard P. Dunham, insur- 
ance commissioner of Connecticut; 
Judge Chester B. Jordan, of Keene, 
N. H., and Strickland Gillilan, lecturer 
and humorist. Delegates and guests to 
the National Convention of Insurance 
Commissioners will be welcome to the 
banquet. 
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Non-Conference Companies 
in the South 





Said to Be Extending Activities 
and Hard Times Make 
Agents Receptive 

BIRMINGHAM, ALA., Aug. 26.—Non- 


conference companies are reported to 
be extending their activities in the 


' South. Recently four or five have 


planted with Birmingham agencies. 
The latest to enter Alabama are Ger- 
manic, Buffalo and Washington Assur- 
ance which have made connection with 
Houseal-Simmons & Mosely, Major & 
Davis, two cf the most reputable con- 
cerns in Birmingham. As a result con- 
ference companies withdrew from these 
agencies. Birmingham Fire, a local 
company, was among the companies 
withdrawing. 

The Birmingham Association of In- 
surance Agents has taken the stand 
that the two agencies may remain mem- 
bers as long as they report their busi- 
ness through the stamping office. The 
agencies report that it is in no wise 
their intention to cut rates. The Allen 
Glover Agency, which for a year has 
represented Republic Fire of Newark, 
is not a member of the Association. 

Some little sentiment has been ex- 
pressed in the association against allow- 
ing such agencies membership, but the 
majority apparently favor their af- 
filiation as long as they report through 
the stamping office. One prominent in- 
surance man reported that while he was 
not ready to try the experiment of a 
non-conference connection he might 
later if it proves successful with other 
agents. 

Insurance men point out that with 
times hard agents are having a hard 
time and that the extra commission 
offered by non-conference companies 
sounds good to many agents. 





Fire and Marine Insurance 
for 1929 
(Concluded from page 23) 


$12,031,434, as compared with $21,513,- 
911 in the year previous, while air- 
craft insurance totaled $24,608,168 as 
against $6,601,636 for 1928. 

To joint-stock and mutual fire insur- 
ance may be added the business of 166 
New York cooperative fire companies, 
which are shown in an advance report 
issued in April last as having at the 
beginning of 1930 assets totaling $4,- 
833,165, liabilities of $2,487,202, risks 
totaling $1,055,274,483, premium in- 
come $5,027,818, losses paid in 1929, 
$3,584,029. This business is almost 
wholly in New York State outside of 
New York city. 


Fire Insurance 
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Now Ready! 


Insurance Year Books 
—1930 Edition 


R The fifty-eighth annual issue of the encyclopedia of the insur- 
ance business is available in three volumes to subscribers two 

F months ahead of its 1929 publication date. These books, which 
cover every insurance Company operating in the United States, 

F are compendiums of several complete insurance annuals and pro- 
vide the following outstanding features: 


W A Complete Reporting Service. 


A Detailed Financial Statement. 

A Statistical History. 

Underwriting Experience By States. 

Essential Compilations of Miscellaneous Statistical Data. 


And in Addition 


A Digest of State Laws. 
A Comprehensive List of Over 50,000 Agents. 
A List of Medical Examiners, Independent Adjusters and 


U Attorneys Especially Qualified for Insurance Work. 


N 


Fire Department and Water Supply Data for 5458 Cities 
and Towns. 


PRICES 


Life Insurance Volume, including Special Reports 
Casualty, Surety and Miscellaneous Insurance Volume, including Monthly Bulletin and 
Special Reports 


yi 
| 
| 


Fire and Marine Insurance Volume, including Monthly Bulletin and Special Reports.... 
Two Volumes, when ordered together 
Three Volumes, when ordered together 


THE SPECTATOR COMPANY 


! Division of United Business Publishers, Inc. 


243 West 39th Street, New York 
CHICAGO BOSTON NEW ORLEANS 


Fire, Life and Casualty, Surety and Miscellaneous Insurance Volumes are now ready 
for delivery. 
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University to Give Fire 
Prevention Course 





Four Days of Instruction Next 
Month for Volunteer Fire- 
men of Maryland 


BALTIMORE, Aug. 26.— A course in 
modern methods of fire fighting and 
fire prevention will be inaugurated at 
the University of Maryland, on Sep- 
tember 2. 

The instruction, which will last four 
days, is for the purpose of training 
volunteer firemen of the State in the 
latest methods of fire fighting as em- 
ployed by the departments of the 
larger cities. Volunteer companies in 
Maryland, which number 130, are ex- 
pected to send student delegates to take 
advantage of the course. The instruc- 
tors will be men who have been asso- 
ciated with every phase of fire fight- 
ing, including resuscitation work, care 
of equipment and the operation of fire 
apparatus. Causes of conflagrations, 
such as spontaneous heating and igni- 
tion of farm products, will be given 
specific attention. Lectures on perils 
encountered by firemen from backfire, 
dust explosions and other hazards will 
be included in the course. 

The delegates from the volunteer 
companies will return, after the close 
of the course, to their home companies 
and become fire educators in their 
counties. 

Dr. A. M. Johnson, dean, engineering 
school, University of Maryland, Col- 
lege Park, and Walter R. Hough, gen- 
eral chairman, Baltimore Safety Coun- 
cil, comprise the directing staff. George 
W. Booth, chief engineer of the 
National Board of Fire Underwriters, 
New York; J. F. Cunneen, manager of 
the insurance department of the United 
States Chamber of Commerce; David J. 
Price, of the United States Bureau of 
Chemistry and Soils, Department of 
Agriculture; August Emrich, chief of 
the Baltimore Fire Department; Com- 
mander W. S. Longfellow, of the Amer- 
ican Red Cross, Washington, D. C., and 
Dr. Frank N. Ogden, surgeon of the 
Baltimore Fire Department, will de- 
liver the lectures. 


D. S. Hanna with National Union 


It is announced that Danie Dillard 
S. Hanna has been appointed to take 
charge of the inland marine depart- 
ment of the National Union Fire Insur- 
ance Company at Pittsburgh. Mr. 
Hanna resigned from the Atlantic 
marine department of the Fireman’s 
Fund Insurance Co. to accept the new 
Position. 


THE SPECTATOR 
August 28, 1930 


Factors That Aid Well 
Managed Companies 





President Ettlinger of Brooklyn 
| Fire Calls Statistical Position 
Stronger Than Ever 


According to Frederick I. Ettlinger, 
president of the Empire Fire Insur- 
ance Company of Brooklyn, the statis- 
tical position of the well managed in- 
surance company is stronger today than 
ever before as a result of the recent 
months of curtailment of general busi- 
ness activity. He asserts that the low- 
ering of commodity prices and decreas- 
ing of inventories, plus the slackening 
of building and automobile production, 
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have had the cumulative effect of de- 
creasing the insurance liabilities 
throughout the field. Today, with in- 
surable property and commodities at 
lower values, he says, the amount of 
insurance carried has naturally ad- 
justed itself to a lower total. 

Meanwhile, Mr. Ettlinger asserts, 
over a period of the last two or three 
years, there has been a huge expansion 
of capital funds in the insurance field. 
Older companies have increased their 
capital structure through rights to 
stockholders, while additional compa- 
nies have entered the field with new 
capital funds. Hence, we see under 
present conditions that the insurance 
field is facing lesser liabilities with in- 
creased capital funds. 








VU RBAIN 


AGNIE ANO 
com ASSURANCES Yip 





CONTRE LINCENDE 
FOUNDED 183 


Urbaine Fire 
Insurance Co. 


Paris, France 


This company transacts a 
Fire Reinsurance business 


only. 


A sound reinsurance con- 
tract is one of the strongest 
assets a company can pos- 


Sess. 


Treaty Reinsurance— 
just as essential today as it 
ever was. 


FESTER, FOTHERGILL oHTARTUN G 


United States 
110 William St. New York City 
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PROMPT SERVICE 

















Claims and Adjustments 


PROMPTNESS and exceptional fairness has 
been the outstanding features of this Com- 
pany’s service to assureds in adjusting claims. 
COMMONWEALTH Agents recognize this as 
a valuable sales point and stress it in soliciting 
| Automobile lines. 

AGENTS will find the co-operation of the 
claim department holds their clients in line. 











Commonwealth Casualty Co. 


(OLDEST PHILADELPHIA CASUALTY COMPANY) 


Philadelphia 
W. FREELAND KENDRICK 
President 


EB. W. COOK 
Vice-Pres, & Gen'] Mer 



















































SURETY 





CASUALTY 


GuarpiadjiCAasuatty 
COMPANY 


of BUFFALO, N. Y. 
(A New York State Stock Company) 


Special Automobile Rates 


Insurance Policies provide for Assured’s 
participation in profits. Writing all types 
of the following classes of Insurance and 
Bonds. 


ACCIDENT CONTRACT BONDS 
AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS 
LIABILITY . LICENSE & PERMIT BONDS 
PLATE GLASS PUBLIC OFFICIAL BONDS 


WORKMEN'S COMPENSATION MISCELLANEOUS BONDS 


Surplus to Policyholders $1,700,000 
Agencies Open in the Following States 


MAINE DISTRICT OF COLUMBIA 
NEW HAMPSHIRE NEW YORK 
VERMONT OHIO 
RHODE ISLAND CONNECTICUT 
PENN MISSISSIPPI 
LOUISIANA 




















DELAWARE ILLINOIS 
MARYLAND VIRGINIA 
| NEW JERSEY INDIANA 








EUREKA-SECURITY 
FIRE and MARINE 


Insurance Company 





22 Garfield Place, Cincinnati, O. 





CAPITAL $1,000,000 







Established 1864 
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AN OLD COMPANY WITH 
AN EXCELLENT RECORD 
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STATE AGENTS 


Pennsylvania 





New Jersey 
John A. Lance 


9 Clinton St. 
Newark, N. J. 


George A. Reynolds 
901 Columbia Bldg. 
Pittsburgh, Pa. 






























| THE BOOK OF THE YEAR ON 


VISUAL SELLING 


THE EYES 
HAVE IT 





IN SELLING 
LIFE INSURANCE 


; Compiled by 
of Kenilworth H. Mathus 


Five out of every six mental impressions come 
through the eye. This newest sales manual gives 
vou clear-cut, graphic methods that make Policy- 
holders out of Prospects. 


This unusual volume presents the cream of the 
country’s most successful graphic and pictorial 
sales demonstrations. 


IT VISUALIZES 
The Need for Life Insurance Eusiness Insurance 
Estates and Life Insurance Educational Insurance 
Programs Retirement Income 
Life Insura::ce as an Investment Insurance for Young Men 
Income Insurance Insurance for Farmers 





CONTAINS 150 CONVINCING GRAPHIC AND 
PIOTORIAL SALES TALKS 


Price, per copy $2.50 





THE SPECTATOR COMPANY 











! CHICAGO NEW YORK 
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National Association and the 
Local Board 


(Concluded from page 23) 


important insurance agents and execu- 
tives throughout the country. In Feb- 
ruary of this year it brought to a 
close its eighty-third year. 

Selection of Mr. Horton to conduct 
the breakfast conference is a happy 
choice. He has served for more than 
ten years as the executive director of 
the board, and under his administration 
it has reached its highest degree of 
efficiency. His insurance experience 
has been wide-spread, both as to terri- 
tory and scope. Born a British sub- 
ject, he received his higher education 
at the University of Dublin. His first 
business association was with the Union 
Assurance Society, which he served in 
several capacities, up to that of branch 
manager in Dublin. In 1907 he went 
to Canada, representing the Atlas. Two 
years later he came to the States, 
serving for approximately ten years 
in field work with the Franklin Fire, 
Northern Assurance, and New Hamp- 
shire Fire, in various territories, in- 
cluding New Jersey and suburban New 
York, the Omaha _ district, Rocky 
Mountain territory and Kansas City 
territory. 

The regard in which the members of 
the Cleveland Board hold him is ex- 
pressed in the framed testimonial pre- 
sented to him at the annual meeting 
last February, in connection with the 
silver service tendered him in celebra- 
tion of his tenth anniversary as secre- 
tary of the Board: 

“1920-1930—Presented to Samuel 
John Horton by the Insurance Board of 
Cleveland, as a token of the friend- 
ship and esteem of its members and 
as an enduring testimonial of his un- 
tiring efforts, his conscientious appli- 
cation to duty, his intelligent and im- 
partial judgment, his unfailing loyalty, 
his tenacious adherence to the best 
ideals and withal his democratic friend- 
liness in the administration of his of- 
fice as secretary-treasurer, upon the 
occasion of his tenth anniversary.” 





Martindale to Leave Thames & 
Mersey Marine Ins. Co. 


G. E. Martindale, secretary of the 
Thames & Mersey Marine Insurance 
Company, Liverpool, has resigned, his 
resignation effective July 31. The di- 
rectors have announced the acceptance’ 
of his resignation with regret. He has 
been with the company nearly 38 years, 
having joined the staff in 1892. He 
became secretary in 1912. The direc- 
tors have appointed D. Caine, assistant 
secretary, to become secretary, and 
C. H. Johnson, chief clerk, to be as- 
sistant secretary. 
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Michigan Agents at Port 
Huron, Sept 3-5 





Unusually Large Attendance 
Expected—Adequate Hotel 
Facilities 


Harold A. McMartin, chairman of 
the hotel committee of the convention 
of the Michigan Association of Insur- 
ance agents, announces that there is no 
truth in the rumors that there will not 
be adequate hotel facilities for the un- 
usually large attendance expected at 
Port Huron Sept. 3, 4 and 5. Mr. Mc- 
Martin says that no matter how big 
the crowd, the visitors can be cared 
for. Gratiot Inn, the headquarters 
hotel, will doubtless be exhausted by 
Labor Day, he states, but Maple Villa, 
close by, can take care of quite a num- 
ber. There are five or six summer 
cottages for those who prefer a little 
place to themselves for family or party. 
Gratiot Beach is but a short bus ride 
from Port Huron where there is ample 
hotel room for any overflow from the 
beach. 

A record attendance is looked for for 
a number of reasons outside of the wide 
spread publicity given by the insur- 
ance papers and through “sources of 
supply” not hitherto drawn upon. The 
activity, not to say disturbance, pre- 
vailing in the business this year over 
acquisition cost, non policy writing 
agents, mergers of companies and 
agencies with their accompanying com- 
plication; company association activi- 
ties; legislative sessions throughout the 
coming year with rumors of socialistic 
insurance, auto responsibility and 
many other measures affecting the busi- 
ness, all will tend to bring together a 
big crowd of insurance men. Insur- 
ance men of international reputation 
will discuss the topics assigned to them, 
the program covering every division of 
insurance. The feature topics are 
spread over the two days. The dinner 
will be given Wednesday evening, Sep- 
tember 3. 


“Pat” Did His Bit 

FRANKForT, Ky., Aug. 26.—Pat” a 
pet police dog tied in the garage owned 
by Miss Pearl Taylor of Erlanger, Ky., 
awoke the family and saved their lives 
when the house caught fire recently. 
When Miss Taylor awoke the flames 
were shooting from one of the corners 


of the building. The fire fighters ar-- 


rived as soon as possible, but the build- 
ing was destroyed and the loss was 
$10,000. The saddest part of the fire 
is that “Pat” the hero of the fire was 
burned to death, but he saved his 
mistress. 
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High Fire Losses Noted in 
Texas 





State Department Alarmed; 
Waco Officials Offer Reward 


for Arson Conviction 


Datuas, TEX., Aug. 26.—Fire losses 
in Dallas during July amounted to 
$291,500, according to announcement 
of Fire Marshal Thompson. This is 
the heaviest loss in months and the 
State insurance department is threat- 
ening to penalize the city if the fire 
Iosses are not curtailed. 

Burning property for insurance 
money has become so regular at Waco, 
Tex., that the city officials are offering 
a reward of $1,000 for the arrest and 
conviction of any person on arson 
charges. The offer of the reward was 
posted by the city when three business 
houses were fired a few nights ago by 
what officers said was arsonists. It 
was said a man was seen running from 
one of the buildings after an explosion 
fired the place. 


Missisippi recently lost two of her 
most prominent local agents by death: 
J. C. Hood of the J. C. Hood Company 
Agency in Jackson, and Robert C. Wil- 
kerson, of the Robert C. Wilkerson 
Company, in Vicksburg. Both men died 
suddenly. 











Fic Bia 


Grsurance ce Company, 


Gamblers 


There are two meth- 
ods of anticipating 
financial loss from 
fire. One is to take a 
chance, to gamble that 
fire won’t strike. The 
other is to carry ade- 
quate insurance to 


meet any emergency. 
Are you reducing the 
gambling among your 
clients P 
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THE COURAGE, 
ENERGY AND PRO- 
GRESSIVENESS OF 
YOUTH GUIDED BY 
THE KNOWLEDGE 
AND WISDOM OF AGE. 
BEAT THAT! 





WRITE TO 


Federal Surety Company 


“THAT YOUNG COMPANY” 


W. L. TAYLOR 
President 


Heme Office Davenport, Iowa 

















Rewritten, Enlarged and Improved 


THE ADJUSTER’S MANUAL 


C. H. HARBAUGH, M.D. 


Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition 
has been recognized as the standard publication of its kind 
for twenty years, and is the only book giving in condensed 
and convenient form just the information required by 
adjusters of 


ACCIDENT AND HEALTH CLAIMS 


Among the new articles in this edition are those upon 





IVY POISONING HERNIA 

CARBON MONOXIDE SEMILUNAR CARTILAGES 
POISONING SLEEPING SICKNESS 

WOOD ALCOHOL PROSTATE GLAND 
POISONING HYDROCELE 

SUNBURN ORCHITIS 

GOITRE HEMORRHOIDS 


CANCER OF THE VINCENT’S ANGINA 
STOMACH’ 


In addition to the new articles, all the valuable features 
of this excellent work are retained. Other new sections 
added relate to 

DIVISIONS OF THE BODY and ORGANS OF THE BODY 
New paragraphs have been added to every article under 
Diseases on : 

PROGNOSIS and TOTAL DISABILITY IRRESPEC- 
TIVE OF HOUSE CONFINEMENT 


About 50 New Illustrations are Added to This Edition, 
and the Glossary of Medical Words and Terms 
contains many New Words and Definitions 


For convenience, The Adjuster’s Manual is divided into 
three sections, as follows: 


SECTION I—ACCIDENTS 
INFORMATION 
PROMINENT SIGNS. AND TOTAL DISABILITY AND 

SYMPTOMS 





PROMINENT SIGNS. AND 
SYMPTOMS 


HOUSE CONFINEMENT 





TOTAL DISABILITY TOTAL DISABILITY BUT 

PARTIAL DISABILITY NON-HOUSE CONFINEMENT 

PROGNOSIS TOTAL DISABILITY _IRRE- 

ADJUSTMENT SPECTIVE OF HOUSE CON- 

EFFECTS — 

PARTIAL DISABILITY 

SECTION II—DISEASES PROGNOSIS 

NAMES ADJUSTMENT 

INFORMATION EFFECTS 


SECTION Ill 

This section takes up the different mineral and vegetable 
poisons that are taken intentionally or by mistake, giving a 
brief description of each drug, and considering the prominent 
signs and symptoms following the swallowing of different 
poisons, the length of time house confinement exists, the dura- 
tion of total disability and partial disability, with advice on 
adjustment, and effects on the insurability of the individual 
after recovery is complete. 


The Adjuster’s Manual is invaluable to those settling 
Accident and Health Claims. 


Price, In Flexible Binding, $6.00 
Liberal discount on wholesale quantities 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 West 39th St., New York 
CHICAGO BOSTON NEW ORLEANS 
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Casualty Convention 
Plans Forming 





Transportation Committee 
Secures Reduced Rates 
for Trip 





Members Named 





Meet to Be Held in White Sulphur 
Springs, Sept. 30 to Oct. 2, 


Inclusive 


Plans for the joint and concurrent 
conventions of the International Asso- 
ciation of Casualty and Surety Under- 
writers and the National Association 
of Casualty and Surety Agents to be 
held in White Sulphur Springs, W. Va., 
from Sept. 30 to Oct. 2, inclusive, are 
beginning to assume definite shape 
with the first announcements of the 
committees on transportation and hotel. 
C. W. Olson of Chicago, chairman of 
the Joint Transportation Committee 
has made the following arrangements 
with the Passenger Traffic Association: 


For those who will limit their trips 
to the thirteen days from Sept. 26 to 
Oct. 8, round trip tickets may be pur- 
chased at one and one-half times the 
usual one-way fare—a saving of 25 per 
cent of your railroad fare. For those 
who purchase tickets at this rate, the 
return trip must be completed not later 
than midnight, Oct. 8, 1930, but later 
dates have been allowed for those 
coming from remote points (for further 
information on this point, communi- 
cate with C. W. Olson, Jr., chairman, 
Joint Transportation Committee, 1008 
Insurance Exchange South, Chicago, 
Tll.), 


Hotel accommodations may be secured 
by communicating with George O’Brien, 
assistant manager of the Greenbrier 
Hotel which is the convention head- 
quarters in White Sulphur Springs. 
Convention rates have been quoted as 
follows: For each person in room, 
without bath, $7 per day; for each 
Person in room, sharing bath, $8 per 
day; for each person having strictly 
private bath, $10 per day; for two per- 
sons having sitting room, double room 
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AD CONFERENCE CONTEST 


The Insurance Advertising Con- 
ference announces an educational 
exhibit contest in connection with 
the annual meeting at Milwaukee, 
Sept. 28—Oct. 1. Every Class 
‘A’ member is eligible to enter his 
advertising, and he may send any 
form of insurance advertising 
specimens such as: house organs, 
agents’ and policyholders’ publi- 
cations; leaflets, booklets, broad- 
sides; pre-approach, direct mail 

»Sservices; agents’ helps, educa- 
tional features, or newspaper ser- 
vices. 

Certificates of Award will be 
given to those whose entries rank 
highest in each classification, and 
the exhibits are to be sent to C. E. 
Rickerd, president of the con- 
ference, in care of Hotel 
Schroeder at Milwaukee, and 
must reach him on or before Sept. 
15. 











and bath, $25 per day. All of. these 
rates include meals, table d’hote, for 
each person. By special arrangement 
those who arrive a few days in advance 
of Sept. 30, will be accorded for those 
days also the special hotel convention 
rates. The special rates will apply also 
to a few days after the adjournment 
of the convention. 


The members of the Joint Transpor- 
tation Committee other than Mr. 
Olson from whom additional reduced 
fare certificates and information rela- 
tive to transportation may be obtained, 
are as follows: 

G. Arthur Howell, Atlanta; Edward 
J. Bond, Jr., Baltimore; Lee McGriff, 
Birmingham; James H. Carney, Bos- 
ton; Dorr C. Price, Chicago; Phil 
Braniff, Tulsa; James R. Millikan, Cin- 
cinnati; W. G. Wilson, Cleveland; 
R. W. Smith, Denver; Frank A. 
Ungles, Des Moines; E. D. Williams, 
Los Angeles; E. J. Schofield, Detroit; 
Clarence Daly, Denver; R. A. Foster, 
Indianapolis; B. W. McCluer, Kansas 
City; Gordon H. Campbell, Little Rock; 
J. F. Hickey, St. Louis; E. J. Westlake, 

(Concluded on page 33) 


Legal Duel On Over 
Reinsurance Deal 





Great American Casualty 
Moves to Have Court 
Sanction Project 





Has Long History 





State Claims That Company Is 
Insolvent; Move to Hurry 
Matter 


Cuicaco, Aug. 27.—Another step in 
the prolonged litigation involving the 
efforts of the Great American Casualty 
of Chicago to reinsure its business in 
the Pacific States Life Insurance Com- 
pany, formerly the Mountain States 
Life, was taken here last week when 
a cross-bill against Leo H. Lowe, di- 
rector of trade and commerce, was 
filed. The bill asks the court to order 
Mr. Lowe to approve the proposed 
reinsurance. 

The bill was filed in the suit of the 
State against the Great American, in 
which the State alleges that the com- 
pany is insolvent and that a receiver 
should be appointed. Action on this 
petition has been postponed for sev- 
eral months pending the outcome of the 
efforts of the Pacific States Life to ac- 
quire the Great American’s health and 
accident business. 

It is recalled that the Pacific States 
Life, then the Mountain States Life, 
sought to take over the Great Amer- 
ican Casualty, but that the State re- 
fused to approve the reinsurance be- 
cause the applicant was not admitted 
to operate in Illinois. Then followed 
a legal battle by the Pacific States Life 
to force the director of trade and 
commerce to issue the license, which 
was done when the supreme court is- 
sued a mandamus. 

The Great American, in the cross- 
bill, alleges that the director has 
broken a gentlemen’s agreement to the 
effect that he would approve the rein- 
surance if the Pacific States was suc- 
cessful in its mandamus action. The 
company also alleges that the director 
has failed to comply with the law re- 

(Concluded on page 37) 
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July Coal Mine Fatalities 
Show Large Increase 


Coal Production Drops but ‘Death 
Rate Fails to Decline; 
Year Figure High © 


Reports received by the United States 
Bureau of Mines, Department of Com- 
merce, from State mine inspectors, 
covering accidents at coal mines during 
July, 1930, showed a higher death rate 
per million tons of coal produced than 
in June of the present year or in July 
of last year. The actual number of 
men killed was 143, which was 19 more 
than in the previous month and 12 less 
than in July a year ago. 

Bituminous coal mines had a higher 
death rate in July than in either the 
corresponding month last year or in 
June of the present year, the rate being 
3.05 per million tons, as compared with 
2.91 for last July and 2.91 for June, 
1930. The number of men killed, 106, 
was 8 more than in June but 14 less 
than in July of last year. 

Anthracite mines, all of which are in 
Pennsylvania, experienced a fatality 
rate of 6.54, as compared with 5.02 for 
June and 7.01 for last July. Deaths at 
this group of mines numbered 37, as 
compared with 26 in the previous month 
and 35 in July last year. 

Reports made to the Bureau of Mines 
covering the first seven months of the 
present year, show that 1132 lives were 
lost in accidents at coal mines. While 
this was 36 less than the number killed 
during the corresponding period last 
year, the death rate per million tons 
did not decline, being 3.71 this year 
as compared with 3.44 last year, owing 
to the fact that the output of coal fell 
off from 339,613,000 tons for the 7- 
month period a year ago to 304,799,000 
tons for the same period of the present 
year. Expressed in percentages, the 
output of coal declined 10 per cent 
while the number of deaths declined 
only 3 per cent. 

There have been no major disasters 
—that is, there have been no disasters 
in which five or more lives were lost— 
in either bituminous or anthracite 
mines since April, but seven such dis- 
asters occurred from January to April 
and resulted in a loss of 88 lives. July 
a year ago was free from such dis- 
asters but four disasters during the 
previous months of last year caused 
the loss of 75 lives. Based exclusively 
on these major disasters the death rates 
per million tons of coal produced were 
0.289 and 0.221, respectively, for the 
seven-month periods of 1929 and 1930. 
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NEW COMPANY FORMED 


NEw ORLEANS, LA., Aug. 25, 
1930.—The Jefferson Indemnity 
and Title Company is in process 
of organization at Jackson, Miss., 
with headquarters in suite 217, 
Lampton Building. Palmore and 
McCormick are fiscal agents, and 
W. N. Palmore of this firm has 
been elected secretary of the 
company. The company has an 
authorized capital and surplus of 
$1,000,000, and expects to begin 
operations in the near future. 

It will be licensed to write all 
lines of casualty and surety busi- 
ness and title insurance. An im- 
pressive board of directors, 
already selected, includes some of 
the leading business men in 
Mississippi. 











Progress of Aviation in 
Canada Reviewed 


Report Shows No Life Lost in 
Mail Service During Three 
Years’ Operation 


OTTAWA, ONT., Aug. 26.—A tribute 
to public support in the development of 
aeronautics is contained in the 1929 
report of the civil aviation branch of 
the Department of National Defence. 
The report states, the extreme develop- 
ment of the activity is due in a large 
measure to this support. Cities and 
towns all over the Dominion, it is stated, 
are contributing materially by the con- 
struction of airports and airdromes. 

The report reviews the progress of 
aviation since the war up to 1929, and 
points with some pride to the fact that 
in three years’ operation of the air mail 
service not a single life has been lost. 
During the year, it is shown that the 
activity of aviation has been greater 
than in any previous year since the war. 
Forest protection and aerial survey 
work have gone ahead materially, and 
in a greater degree than ever before. 
Flying in the far north has been ex- 
panded, air mail service now spans 
more than half of the Dominion, with 
trunk lines in the East, and daily ser- 
vices in the prairie provinces. The re- 
port contains much information relat- 
ing to flying activities in Canada, in- 
cluding a review of the work of the 
larger commercial companies and the 
work done by the Department of Civil 
Aviation. 


The Superintendent of Insurance of 
the District of Columbia recommends 
that a-Blue Sky Law should be enacted 
for the District to protect investors in 
new insurance companies’ stocks. 


Charles L. Platts Leaves 
Standard Accident 


To Enter Commission Agency 
Business in Detroit; Has 
Brilliant Record 


Announcement is made of the resig- 
nation of Charles L. Platts, special 
executive representative of the Stand- 
ard Accident Insurance Company, De- 
troit, to enter the commission agency 
business in Detroit, with Nelson A. 
Bloom, well known Michigan insurance 
man. V. R. Battin after eleven years’ 
service with the Standard has also re- 
signed and will again be associated 
with Mr. Platts. 

Mr. Platts joined the Standard in 
1923, leaving the Travelers Insurance 
Company whom he had served in man- 
agerial capacities in New Jersey, Mich- 
igan, Connecticut and New York, and 
where, within three years he had risen 
from training school to managership 
of the Syracuse branch office, one of 
the Travelers’ major offices. While in 
this capacity he was the youngest 
branch manager of that company. With 
the Standard his work in the casualty 
insurance field has been even greater. 
He first reorganized the casualty de- 
partment of the Standard’s Detroit 
general agency, of McNaughton, Liv- 
ingston, Reineke & Griffine, Inc., after 
which he accomplished a complete re- 
vision of Standard’s Michigan situation 
in record time. Under his direction, 
the volume of business was almost 
tripled in three years. In addition it 
was necessary for Mr. Platts to train 
his entire staff of assistants and in the 
course of this he has produced many 
capable men for other Standard offices. 
Standard appointed him to an admin- 
istrative capacity in the home office 
and concentrated his efforts on the 
securing of the same results in all their 
branch offices. These responsibilities 
have involved constructive organiza- 
tion experience and have required Mr. 
Platts to visit practically every State 
in the Union. He has made a host of 
acquaintances and friends, all of whom 
will wish him well in his new field. 


Officials of the Old Trails Insurance 
Company of Indianapolis, writing 4 
complete line of automobile insurance, 
have announced that the Mishawaka 
and South Bend, Ind., offices have been 
consolidated with R. W. Ott as general 
agent for St. Joseph, Elkhart, Marshall 
and La Porte Counties. Richard Mason 
of Mishawaka is named sales manager 
over this district. 
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Ives Indicts Socialist Propaganda as 
Cause of Economic Depression 


Says Attacks Have Retarded I ndustrial Recovery and 
Exhorts Minnesota Agents to Join Movement 
to Combat Them 


tion is due greatly to the vicious, 

unjust and dishonest attacks which 
have been made against American busi- 
ness, particularly the insurance busi- 
ness, during the last decade by dema- 
gogues, professional uplifters, political 
racketeers, and socialists was the 
opinion of Henry Swift Ives, general 
counsel of the Association of Casualty 
and Surety Executives in an address 
delivered before the Minnesota Asso- 
ciation of Insurance Agents in Duluth 
last Friday. The address constituted 
Mr. Ives’ second attack during the last 
few weeks, in what promises to be a 
series of them, against the spreading 
of socialist propaganda in the insur- 
ance business. 

Pointing out the fact that during the 
period of advancing prices and max- 
imum production little attention was 
paid to this propaganda, Mr. Ives de- 
clared that the sudden depression of 
the stock market which industry was 
temporarily unable to withstand had 
resulted in a rapid dissemination of 
such theories. “As a result the Santa 
Claus idea of government enjoys a re- 
vival and the burlesque doctrine that 
the State can do everything for every- 
body at no cost to anybody finds many 
new disciples,” Mr. Ives stated. 

Describing insurance as the “key” 
business which in some way affects 
nearly every human enterprise, the 
speaker declared that it was the duty 
of every person in the insurance world 
to support a general movement to halt 
the growth of any radical tendencies 
which may further retard complete in- 
dustrial recovery. If the sovereignty 
of the State should ever be undermined 
or if radical and repressive legislation 
impairs the value of the property in 
which insurance funds have been in- 
vested, the ultimate bearer of the 
burden is sure to be the policyholder, 
he said. 

“It is these characteristics of insur- 
ance that make it such a vital factor 
in the maintenance of business sta- 
bility. It has made the world safe 
for industrial progress and it cer- 
tainly owes it as a duty to those who 
have placed their trust in it to protect 
them as well as itself from attacks by 
socialists and the foraging expeditions 
of our political Robin Hoods. 

“Casualty insurance heretofore has 
been the worst sufferer from political 


TTtion the present economic situa- 
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meddling, and it is likely that, because 
of the nature of the business, it will 
retain this unenviable distinction for 
some time to come. It is not generally 
understood, even in insurance circles, 
that the most widespread government 
ownership project in America today is 
to be found in this field and concerns 
workmen’s compensation insurance. No 
other business is so extensively af- 
fected by government competition. No 
other commercial enterprise is engaged 
in by seventeen States and no other 
private business has been driven out 
of seven States.” 

Mr. Ives went on to describe the 
danger which threatened the casualty 
insurance field in the development of 
State funds for automobile insurance, 
and said that although the measure 
had only been introduced in one State 
where it had so far met defeat in the 
Supreme Courts, it was a matter which 
would constantly be cropping up all 
over the country. 

“These are only two of the radical 
proposals affecting casualty insurance. 
I am calling them to your attention 
specifically, because they are the most 
vital, and for the purpose of showing 
in what manner the revival of social- 
istic activities, as an aftermath of the 
economic readjustment we are exper- 
iencing, applies directly to your busi- 
ness. You not only have to get out 
and fight to save your own property, 
but at the same time you have to get 
out and fight to save the other fel- 
low’s property if you expect any help 
from him. And in addition you must 


‘help to spread the sound doctrine that 


there can be no real industrial revival 
when socialization remains a threat.” 


Casualty Convention Plans 
(Concluded from page 31) 


Minneapolis; W. Irving Moss, New Or- 
leans; F. Robertson Jones, New York 
City; Wallace M. Reid, Pittsburgh; 
and Frank T. Hunter, Seattle. 

Arrangements for special cars are 
contemplated from each of the follow- 
ing cities: New York City, Chicago, St. 
Louis and Baltimore—the New York 
car to cover the delegates from New 
York, New Jersey and New England; 
the Chicago car, delegates from north- 
ern Illinois, Iowa, Minnesota, Wis- 
consin, Michigan, etc.; the St. Louis 
car, delegates from St. Louis, etc. 
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1880 
Golden Jubilee 


of the World’s Pioneer 
‘in Liability Insurance 


Fifty years ago, not only were there no 
automobiles, no radios, no movies...... 
there was no liability insurance. A need 
for such insurance was brought to the at- 
tention of thinking men when the British 
Parliament passed the famous Employers’ 
Liability Act. Shortly after this act was 
passed, The Employers’ Liability Assur- 
ance Corporation, Ltd., was founded, 
thereby laying the cornerstone for the 
massive structure of liability insurance. 


Today, The Employers’ Liability Assurance 
Corporation, Ltd., together with its affili- 
ated companies, the American Employers’ 
Insurance Company and The Employers’ 
Fire Insurance Company, writes, in the 
United States, practically every kind of 
insurance except life, including fidelity 
and surety bonds. Today’s records show 
that during the past fifty years The Em- 
ployers’ Liability has paid out millions of 
dollars to satisfy claims of/or against its 
assureds. Its hundreds of thousands of 
policyholders, its thousands of agents, 
have come to know the true meaning of 


“THE SERVICE THAT SATISFIES.” 
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Practically every kind of Insurance except 
Life Insurance, including Fidelity and 
Surety Bonds. 


110 Milk Street Boston, Mass. 


The Employers’ Liability As- 
surance Corporation, Ltd. 


The Employers’ 
Fire Insurance Company 


American Employers’ 
Insurance Company 


THE WORLD’S PIONEER 
IN LIABILITY INSURANCE 





Casualty, Surety, Ete. 








































WorKING with its agents in building a 
closely-knit, efficient organization, the United 
States Fidelity and Guaranty Company con- 
tinues an uninterrupted successful growth. 

A fair attitude toward settlement of claims 
is productive of a high regard and good-will 
among both agents and assureds. 

Through the Fidelity and Guaranty Fire Cor- 
poration, you can write fire, automobile, tornado 
and allied lines, in addition to specialty lines. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


BALTIMORE 


MARYLAND 





ALLIED COMPANY 
FIDELITY AND GUARANTY 
FIRE CORPORATION 


























Detroit 
Fidelity and Surety 
Company 


DETROIT, MICHIGAN 
HOMER H. McKEE, President 


DE 


Prompt and efficient service is the 


very foundation on which this com- 
pany was built .. Are you overlooking 
this in the serving of your clientele? 


Our Life, Accident and Health 
Complete Coverage Combination 


Provides: 
Old Age Endowment 
DOUBLE for Accidental Death 
TRIPLE for Fatal Automobile Acci- 
dent 
Disability Benefits, Dividends 














Liberal Contracts for Agents 
If interested, write His 
NORTHERN LIFE INSURANCE CO. , 


D. B. MORGAN, President : 
HOME OFFICE, NORTHERN LIFE TOWER(€  * 
SEATTLE i 




















Boston Mutual Life Insurance Company 


77 Kilby Se. 7 Comores of BOSTON, MASS. 


the Minute Man” 
H. O. EDGERTON, Pres. E. C. MANSFIELD, Sec’y & Treas. 
WILLIAM H. MOODY, Supt. of Agencies 
A corporation organized and operating under the Insur- 
ance laws of Massachusetts. All desirable forms of up- 
to-date contracts issued. 
CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly 
simple and their benefits SIMPLY PERFECT. 
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NEW PAID INSURANCE 1929 
$147,858,997 
INSURANCE IN FORCE 
$1,202,101,059 


NEW ENGLAND MUTUAL LIFE 


INSURANCE COMPANY 


BOSTON, MASS. 
Chartered 1835 
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THREE GREAT HAZARDS 
A New Leaflet That Gets Down to Rock Bottom 


Reasoning About Life Insurance 


“Three Great Hazards’’ a new leaflet written by Ernest Grey is just what 
a number of life insurance agents have been looking for because it is a 
piece of sales literature that speaks to prospects in their own language. It 
is calculated to create a thoughtful state of mind in the prospect before 
agent makes his call. 


PRICES 


SO Copies........ $2.50 
100 Copies. . ee $4.50 


* 600 Copies........ $18. 
1000 Copies........ $30. 
$225. 
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COMPANY 
FOR GOOD MEN 


GCBRobbins, Pres. CA Svaboda; Secy 
HOME. OFFICE.: CEDAR RAPIDS, IOWA 
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HOW’S BUSINESS 2 
GOING TO BE NEXT MONTH ® 


CHARTED BY UNITED BUSINESS PUBLISHERS, Inc 



















































































HIRTY-FOUR ECONOMIC EX- ore, Seat , ‘ Lice 
"TV cored OF BUSINESS A general disinclination to buy has tempting better buying, but the majority 
PAPERS PUBLISHED BY THE largely defeated any stimulation that might of manufacturers are pursuing a conserva- 
Cadel Businats Salim, Ine. have been anticipated from price selling, tive policy of watchful waiting. 
et ee and on many merchandising lines colder 
OPINION ABOUT THE COURSE OF pil rt F : - : 
) | BUSINESS DURING THE MONTH OF weather rather than economic improve- recsegic ween ometeaapwaeai nace 
=a SEPTEMBER. GOVERNMENT AND ment will increase retail trade. - Aimeasestot3 ” , 
. OTHER RECORDS PROVIDE YOU WITH and impartial observers comment upon the 
“7 HISTORY OF RECENT MONTHS. THIS The scarcity of rentals in comparison: to American situation as largely the result of 
a ts seauss ‘ace cee the number of houses for sale reflects the stimulation of non-essential consumption 
ARE BASED ON CLOSE CONTACT general public’s reluctance to enter long- that cannot be maintained by our present 
WITH THE MORE THAN 400,000 term commitments and indicates some net-wage scale. 
OEE MACKS OF SHS continued feeling of uncertainty among ; , 
PUBLICATIONS IN- FAR - FLUNG labuee aed selaniad claeace With vacation seasons over and relief from 
FIELDS OF ERTAILING AWD INDUS- general hot weather and a relaxation from 
TRY. : ‘ ves 
There is a tendency, as displayed by the au- the acute drought conditions, September 
tomotive industry, to use the psychology of should, however, be a month of definite re- 
innovations in new goods in the hopes of cuperative progress. 
: BUSINESS SALES RETAIL STOCKS COLLECTIONS COMMENTS 
Passenger cars 20% less, Bs New Passenger car mod- 
e trucks» 10% better in | Passenger cars 5% great- cacoreaer ee. — | els expected to _ boost 
A Sept. than in Aug. Pas- | &" trucks slightly less | soci better in Sept. | Sales only to a. limited 
AUTOMOTIVE senger cars 25% to 30% in Sept. than in August. than in August. Both | extent. Agricuftural 
less, trucks 13% less than | Both lower than Sept., | cove, than Sept. ’29. | Situation will reflect on 
Sept., ’29. 29. - truck sales. 
Sales in September about About the same in Sep- Will continue about the r ; i 
DEPARTMENT | same or slightly less than | tember as in August, and | same in September. No- | —_ ee a cent 
STORES August and 6% to 8% about 8% under Sept., ticeably slower than | as a stimulant. 
under Sept., ’29. 29. Sept., ’29 
: : Fall repairs and replace- 
: September should show Little change in retail Should show’ improve- ments should begin to 
— very perceptible increase stocks which will be ment—but slower than accelerate seasonal up- 
HARDWARE over August, but some- somewhat under Sept., Sept., ’29. turn after dull summer 
=" 2 what less than Sept., ’29. | ’29. months. 
Life insurance about Increasing activity in.in- 
better Fi Seemtee then Collection situation is sustry. Should show a 
INSURANCE | in August. Better out- PS Oe eee lee eats” cent 
look in all lines than new business. 
in Sept., '’29. 
Anticipated improve- Soe 
On a par with August or : ment in September over | This industry has weath- 
JEWELRY slightly larger in Sep- Larger PA oars Auguet-—but slower than | pt ay Rly 
anit below Sept., low Sept., ’29. ge am a in the | of the necessity lines. 
Steel production should Larger pipe orders and 
MACHINERY run about 65% of capac- fair volume of structural 
METAL ity in September, and P steel and reinforcing bar 
: PRODUCTS considerably under Sept., tonnages being main- 
_ METALS 29. tained. 
September will show de- Stabilization of produc- 
crease of about 4.6% Decrease of about 9/10% tion promises recovery of 
PETROLEUM from August—but_ in- in September over Aug- portion of present profit 
(Gasoline) crease of 7% over Sept., ust, with an increase of |: losses during last half of 
"29. 24. $% over Sept., '29. | year. 
inapsovement noted in 
residential construction 2 Septemb busi 
PLUMBING with continuance of satis- Purchases based largely Fair. should Pd: dg Ao ng ag 
AND factory volume along in- | upon immediate needs. provement. 
HEATING dustrial lines. 
Slow progress expected Slight increase in stock ; 
in "September. As many | in September—due to in- | Collections about 30% | Colder weather influence, 
s pairs sold at retail as | troduction of fall mer- | off Sept., '29. Shoe in- | rather than economic, 
HOES Sept., '29, but at lower chandise—15% under dustry fortunately not an will start fall season. 
prices. Sept., ’29. extensive credit trade. 
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Eureka Maryland Assurance Corp. 


° 
BALTIMORE, MARYLAND 
Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS 
of POLICIES, INDUSTRIAL and ORDI- 
NARY. 


Josh N. Warfield, Jr., Pres. 
A. W. Mears, Sec’y 


J. Barry Mahool, Vice-Pres. 
A. Victor Weaver, Treas. 








1824 1930 


Over a Century Old 


UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 

















The Home Life Insurance Company 
of America 
Protects the Entire Family 


Home Life Agents are equipped to serve every need for 
protection. Modern policies are issued on both Industrial 
and Ordinary plans from birth to Age 65 next birthday. 
The Home Life sales-kit means a whole family of potential 
policyholders back of every door-bell. 


There Is a Home Life Policy for 
Over One Hundred Millions in Force 


Independence Square Philadelphia, Penna. 
(Interested in Replies from Pennsylvania and Delaware) 








Every Purse and Purpose 


EXPANSION 
This is the keyword 
in the program of development 
of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to throw 
ee CG ay Sa 


“Honestly, It’s the Best Policy.” 


ATLANTIC 






























Maryland ! ! 


General Agency positions open at 


CUMBERLAND ROCKVILLF- 
FREDERICK WESTMINSTER 
HAGERSTOWN 


Excellent Territory—Special Direct Contract 
Whole - hearted Home Office Cooperation. 





George Washington Life Insurance Co. 
Charleston, West Virginia 



























































ROYAL 
UNION 
LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


Paid to Policyholders..... $31,000,000.00 
Insurance in Force, Over. . $146,507,221.00 
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EOE Se MODERN POLICIES N 
NSS eee —Business Building Co-Operation \ 
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oS SESTAN This company has developed modern policies— 
SS has worked out proven sales helps. By this means 
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THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Composed Exclusively of 
Women in the World 
Organized October 1, 1892 


WOMEN DEPUTIES WANTED 
Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants. 
Dotal ‘Putade vowee 65.65.05 coe sho sk eas $29,000,000 
Benefits Paid since Organization over...... $39,500,000 
For further information write to 
THE INTERNATIONAL HEADQUARTERS 


W. B. A. Building Port Huron, Michigan 
Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Your financial success in the insurance business 
depends not alone on how hard you work or how 
many prospects you develop. You need flexible 
policies to fit the times as issued and serviced 
by a company in fullest sympathy with the agent’s 
problem in the field. 
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FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 







Baltica Insurance Co., Ltd. 
Denmark 
Frankkin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 
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Nat’! Bureau Phila. Branch 


Accomplishing Projects 





Peterson Says Auto Situation Is 
Clearing Up; Policies Fall- 
ing Off 


PHILADELPHIA, Aug. 18.—While the 
rest of the country seems to be com- 
plaining about bad ethics existing in 
the automobile insurance field, the sit- 
uation in Philadelphia is rounding into 
shape in a very satisfactory manner, 
E. C. Peterson, manager of the Phila- 
delphia branch of the National Bureau 
of Casualty and Surety Underwriters, 
said today. 

Although the branch office has been 
open less than three months it is well 
on its way to accomplish the results 
for which it was opened, namely, an ele- 
vating of the ethics in the automobile 
insurance field, and the elimination of 
cut-rate practices that had been in 
vogue in eastern Pennsylvania and 
southern New Jersey. 

Mr. Peterson said the results the 
branch had been able to accomplish in 
such a short time were due solely to 
the cooperation it had received from 
bureau companies operating in this ter- 
ritory. 

He said there had been a marked 
falling off in automobile policies written 
with a subsequent decrease in losses 
and accidents. The loss in business, he 
said, was due to the fact that many 
automobile owners are away from the 
city and if there are expirations on 
their policies they are renewing them 
wherever they are spending their va- 
cation, or are waiting until they return 
to the city. 


Tom Thumb Liabilities 


BALTIMORE, Aug. 25.— Schuchhardt 
& Balland, Inc., report a good business 
being done on a new policy at a min- 
imum of $25 covering personal liability 
and property damage for .owners of 
miniature golf courses, based on gate 
receipts of $3,500. The rate is 25 cents 
for each $100 of gate receipts on per- 
sonal liability and 12% cents for each 
$100 on gate receipts on property dam- 
age. The minimum premium is $15 for 


personal liability and $10 for property 


damage. Provision is made in the 
Policy for increase in the minimum 
rates if the gate receipts exceed the 
amounts specified. 

The firm also is making a special 
drive on writing a towing coverage en- 
dorsement in fire and theft-policies on 
automobiles for an additional premium 
of $1 in the Fidelity and Casualty Com- 
Pany and the Home Fire and Marine 
Company. 
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Air Hazard Lowered by 
Experienced Pilots 





Actuarial Society Report 
Reveals Study of Air- 
plane Statistics 





Travel Becoming Safer 





Figures Show Pilots With More 
Than 400 Hours Experience 
to Be Superior 


HARTFORD, CONN., Aug. 20.—Passen- 
gers in airplanes piloted by licensed 
aviators with 400 or more hours of ex- 
perience in the air are not as likely 
to figure in accidents as are persons 
riding with pilots with less than such 
a number of hours’ experience, accord- 
ing to a report on aviation statistics 
of the Actuarial Society of America. 

Last year the death rate among 
pilots holding a Department of Com- 
merce license of the transport type 
was 79 per thousand among aviators 
having less than 400 hours of flying, 
while the rate was only 29 per thou- 
sand, or 63 per cent less, among those 
with at least 400 hours in the air. 
Strange as it may seem, the commit- 
tee responsible for the report, consist- 
ing of J. E. Hoskins, assistant actuary 
of the Travelers Insurance Company 
and H. R. Bassford, assistant actuary 
of the Metropolitan Life Insurance 
Company, found comparatively little 
improvement in the death rate of pilots 
having more than 400 hours’ air ex- 
perience. 

Comparing airway travel with that 
on railways, the report points out that 
while the passenger death rate on rail- 
roads is approximately one per 300,- 
000,000 passenger miles, the fatality 
rate in airway travel is approximately 
one per 1,250,000 passenger miles. This 
comparison indicates that airway 
travel in accordance with the experi- 
ence tabulated by the committee for 
1929, was more than 200 times as haz- 
ardous as railway passenger service. 
Comparison with automobile and steam- 
ship travel was impossible because of 
the lack of statistics, it was reported. 

Even though passenger travel by air 
is shown to be far more dangerous 
than by rail, it is disclosed in the: re- 
port that the death rate of aviation 
passengers is only one per 5000 per- 
sons carried on scheduled air lines dur- 
ing the period from January, 1927, 
through March of this year. 

The death rate was around 50 a 
thousand among ‘aviators flying on 
scheduled’ lines, with little difference 
observable between those on lines car- 
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Hord in San Francisco for 


Company Conference 





E. V. Mills Ready to Assume 
New Post; Plans for Fireman’s 
Fund Indemnity Discussed 


Eugene F. Hord, recently appointed 
executive vice-president of the Fire- 
man’s Fund Indemnity Company, ar- 
rived in San Francisco last week for 
the purpose of conferring with head 
office officials in connection with the 
Company’s entrance into the casualty 
field on a nation-wide basis. As execu- 
tive vice-president, Mr. Hord will have 
jurisdiction over the Company’s busi- 
ness east of the Rocky Mountains, with 
offices in New York. He will remain 
about a month in San Francisco. 

Edward V. Mills is in San Francisco 
where he is to assume his new duties 
as secretary of the Fireman’s Fund 
Indemnity Company. Mr. Mills will 
have charge of the Company’s cor- 
porate affairs at the head office and will 
direct the entrance of the Company into 
the various States. 

Mr. Mills is well known in San 
Francisco, as he was connected with 
the Royal Indemnity Company on the 
Pacific Coast before going East. Im- 
mediately prior to returning to San 
Francisco to join the Fireman’s Fund 
Indemnity Company as its secretary, 
Mr. Mills was vice-president and sec- 
retary of the Public Indemnity Com- 
pany. 








rying passengers only and those on 
lines carrying mail. This higher death 
rate is believed to be due to the neces- 
sity of making schedule regardless of 
weather. 

That the number of miles covered by 
aircraft has an important bearing on 
the death rate among passengers is in- 
dicated by the records. 


Legal Duel in Chicago 


(Concluded from page 31) 
quiring him to give in writing, within 
fifteen days after a reinsurance pro- 
posal is submitted to him, his reasons 
for not approving it. 

The cross-bill also seeks an injunc- 
tion to restrain the director of trade 
and commerce from further delay in 
approving the reinsurance, from ad- 
ditional examinations of the Great 
American’s records, which examina- 
tions were ordered with a view to har- 
rassing the company it is charged, and 
from delaying the transfer of the com- 
pany’s reserve securities amounting to 
$110,000 to the Pacific States, except 
for sufficient to protect the Illinois 
business. 


Casualty, Surety, Etc. 
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Prominent Agents and 
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CONSULTING ACTUARY 
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Censulting Actuary 
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Group, Industrial: Qlasses 
WORKMEN’S TION 
Expert Advice on Domestic, Tropical and 
Semi-Trepical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bidg., Nashville, Tenn. 































Haight, Davis & Haight, Inc. 
Consulting Actuaries 
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I THE COST 
OF DYING 


By WILLIAM T. NASH 








This well-known leaflet has been the 
means of closing many “hopeless” 
cases for large amounts. Agents at- 
test its usefulness. It helps sell big 
policies. 


THE COST OF DYING 
proves the need for life insurance to 
protect the estates of those of mod- 
erate means, as well as men 
wealth 


A difficult prospect, after reading 


THE COST OF DYING 


said: ‘‘No agent on earth couid sell me life 
insurance, but I am going to buy a policy 
just the same’’; and he signed up for 
$75,000. 


USE IT AND PROSPER! 


PRICES: 

a Clee <2. 5 cs0 0 68s oces $ 28 
£2 Ree er 8.50 
100 i ) . weam anew ea erm 15.00 
500 EE ee 60.00 

1,000 ih oS hemtowe a4 Ga ale 100.00 
5,000 >” \algtonhain aie wansiaarate 400 
0,000 ~~" euidauiesmeage oes 780.00 


Orders for single copies must be 
prepaid. 


Please remtt by money order or bank draft 
on New York, to avoid egchange charges. 


The Spectator .Company 
NEW YORK 


CHICAGO 
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2 ° : ° : 
The following figures from the statements of Life, Casualty and Fire Insurance companies for the first six months of 
1930 have been compiled from returns made direct to THE SPECTATOR. 
LirE INSURANCE RESULTs FoR First Stx MOoNTHs oF 1930 ANp 1929 
Net Paid 
Premiums Insurance 
; Year Written Total ; Written Paid 
Name and Location Ending (First Admitted Capital Net (First 
of Company June 30 6 Months) ts Paid-Up Surplus 6 Months) in Force 
$ $ $ $ $ $ 
1930 399,619 u 500,000 u o 21,574,006 0 85,055,356 
Business Men’s Assur. of Kansas City, Mo..... bon 465,311 u 300,000 u $ 24, os , 75,008, 663 
1929 anaes congas WA Ree ae g 1,982,350 g 3,269,750 
Home State Life, Oklahoma City, Okla.t...... 1930 133,897 611, 169 470,390 64,007 t 11,837,330 § 8,831,435 
Life & Casualty Co., Chicago, Ill...........-. = . . . : ‘ 1a, - ° 1,505, ons 
=! Mountain States, Hollywood, Cal.*........... os u 2,538,547 u u ° bers -~ (1) Pope 
u u u u 0 ,118, 0 , 686; 
ne 
Fy National Reserve, Topeka, Kan............... = Pipe oe eonene pipe a - . ‘ eH ‘ s as. ro 
National Union, Spokane, Wash.............. — . = - th = i: ” ¢ Py po ° a 
New York Life, New York, N. Y............. = u u u u ° a 0 ; = _ _ 
u u u u o ’ ’ of7, ’ ’ 
1930 485,279 39,773,919 1,100,000 1,620,971 ° 28 , 945,875 o 301,603,587 
Northwestern National, Minneapolis, Minn... . pon 364, 842 saab 7” 1, _— saeinleey ; or a : a on 
ee hp oe «eer |. guar e | eae g 4,027,481 g . 29,770,377 
Pacific Mutual, Los Angeles, Cal.............. _ 2 . . : ° —_ 000 - ia” 
Pacific National, Salt Lake City, Utah........ -— rig vin'en ioe'ta0 a9 $ Pie ° 6S 
1930 u u 2,000, 000 u o 305,911,117 o 2,330, 183,418 
Sun Life, Montreal, Que.................+00+ be is “ae eS be & wen at = A ‘ 7% Hg : ee sae Ao 
— MRC ree awe 8s ee g 32,103,307 g 202,425, 
‘. 1930 u .22, 783, 226 500,000 b2, 159,141 ts) 3,246, 862 o 35,475,796 
Teachers Ine. & Auanity, Now York, N.¥..... | 29% u 18, 254, 076 500, 000 b1,809, 149 o ‘3,105, 132 o . 30,737,161 
i Cntr mat Ohi a ee Me es 
. 470,566 u 750,000 u ° 15,744,764 o 130,976,371 
West Coast, San Francisco, Cal............... roe 410,388 ts 500,000 a o 13,086,854 o 120,607,173 
t+ Commenced business July 29, 1929; exhibit shown is for eleven months ending June 30, 1930.  ¢ Issued business including ordinary and industrial.  § Ordinary and industrial ingur- 
4 anceinforce. | * Name changed to Pacific States Life Ins. Co, on July 1, 1930. aEstimated. b Includes contingency reserve. gGroupinsurance. 0 Ordinary insurance. 
"7 CASUALTY AND SURETY RESULTS FoR First Stx MontuHs oF 1930 aNp 1929 
Net 
Premiums 
ae ee es 
d Locati nding apita mit e irs' id (First 
a oer bnatn ae June 30 Paid-Up Assets Surplus 6 Months) 6 Months) 
1930 1 00} 000 2 of 954 1 0st 091 53402 Fs 582 
Aero Indemnity Co., New York, N. Y..........0cccsccccscccscccccqcosecces 1929 1'000°.000 2 149493 1/034, 711 74° 980 "794 
A , . 1930 Sea "eee OP eee 1,804, 274 1,105,914 
Business Men’s Assur., Kansas City, Mo.............seeceeeeeeeeececeeetes {1999 ae: eet.” i ee 1°990'943 1'314.206 
. ay | Leudocer 40,089, 271 7,160,229 18,389 , 807 7,619,720 
Employers Liab. Assur. Corp., Ltd., Boston, Mass............0..eeeeeeeeees {1029 aera? 39°030'893 6°794°711 17'402" 128 6°914.177 
General Casualty Co. of America, Seattle, Wash.............:eeeeeeeeeeeeee {i909 oO = ; a'an fa, ; 4 selene 2 Base 
General Indemnity Co. of Amer., Rochester, N. Y............e0ceeseeeeeeee {i999 17000, 000 1’aee' oat boa’ = Sm te 
A 1,500,000 13, 234, 857 1,698, 045 2, 296, 266 1,277,030 
General Reinsurance Corp., New York, N. Y...........-2+0eeeeeeeeeeeeeees {ie 1500000 13'530,338 1768" 101 2 557: 667 1'289'986 
International Reinsurance Corp., Los Angeles, Cal..........++..seeeeeeeeees { — _—— 8, 7 556 3, = 005 2, _— sone 
F 7 i 250, 000 1,354, 135 241,595 582,421 313, 753 
Liberty Insurance Co., Dayton, Ohio... .!......c.ccccccccscccccccccscessive a 950; 000 1°10, 003 329'878 577,994 377 865 
Lloyds Plate Glass Ins. Co., New York, N. ¥. §....-++eeeeeeeeeeeeeeeeeees = . ian — ee mt pes ee 
800, 000 16,729,338 3, 137, 508 4,988,754 2,687,213 
London Guarantee & Acc. Co., New York, N. Y.........-.ceeeeceeceeeeeeee {i900 $00,000 17°030" 166 2'958°597 5'267'402 2547" 649 
300,000 1,491,694 290, 088 1,273,447 635 , 984 
Monarch Ace. Ins. Co., Springfield, Mass............seeesseeeeeeeeeeeeeees fs 30,000 1301462 307" 739 1'133°308 630,426 
National Ace. & Health Ins. Co., Philadelphia, Pa.......+-...-++e2sse00000 fan or re a a 7 
. 15,000,000 48, 183,830 10, 209, 145 9,328,710 4,133,118 
National Surety Co., New York, N. Y........-0scsseeeeseesecessecseeesees ——: ween 48° 205° 424 11'069'556 10'019 526 3°398° 695 
i 300, 000 1,393,051 258,446 819,463 438 , 850 
Pacific Employers Ins. Co., Los Angeles, Cal........+...s.ceeeceeeeeeeceees ime $00,000 1'385°511 271297 816: 065 471;002 
i i 1,500,000 7,653,955 2,156,464 2,476, 643 1,072,087 
Pacific Indemnity Co., Los Angeles, Cal............2scceeesecceeeeeeeeeees im 1"500'000 6'922'912 1' 813, 959 2° 523° 616 1'004°573 
7 ‘ ,000 4, 254,005 585,692 1,806, 239 821,486 
Phoenix Indemnity Co., New York, ROE. wan wnsycceangst Calewcdvdavasdeda {i oO O08 3,841, 982 375,793 1,790,408 684,134 
i . 150,000 371,458 100, 397 94, 930 » 25,189 
Pioneer Insurance Co., Lincoln, Neb............cccccccccccccccepecccccece {0 150.000 325° 814 79,557 97, 106 30,948 
: . 726, 537 39,871 338 , 057 114,443 
Preferred Auto. Ins. Co., Grand Rapids, Mich...................ceeeeeeeees = a OO ae 161 97, 150 350,849 98,473 
i i 1,000,000 13,318,769 1,014, 483 7,627,618 3,698, 660 
Union Indemnity Co., New Orleans, BRD bes cone vecnwanedtneusegr es taaenes = 3 500 000 14, 175,337 1, 120, 385 6,556,975 3,089,890 
j . : 600, 000 19,760, 135 1,500,000 7,222,307 3,802,627 
Zurich Gen. Ace. & Liab. Co., Chicago, Ill..........+-++.seeeeeeeeeeeeneees en 500° 000 18" 053° 881 150,000 6'956, 228 3°508,058 
a : a F J 
oR tStatutory deposit. u Unavailable. §Now the Lloyds Casualty Co. (Continued on’ page 42) 
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Asof Aug.| |Asof Aug.| High and 
As of December 31, 1929 25, 1930 As of December 31, 1929 25, 1030 Low for vf 
3 8 io 
é COMPANY 3 
© 
5 Tan Stock House rE 
a |3m s Specializing - a=) 
4% * aoizs = 33 att Es 
$| 4 3 Aa 3 ay $i4 4 
“a > 3 Pa 5 3 “a > 3 
= 3 2 g5 4 ag id “4 i 
#| 2 ef | 28] i i as {| 3 5 
$ $ $ 8 $ $ $ $ : 
10 | 50.79 1. .|180 Ins. Co. of N.A., Phils. .| 10,000,000} 10 | 49. 2.50).. tio 
; i. Kan. City. Life, Kan.C.] 1,000,000}100 1556. 16.00)... wh 
Knickerbocker Ins.,N.Y| 1,000,000} b5 | 15. 2.00}. . ’ 
W. Wall. Lyon & Co.. ed BY Sy lee ins 
Lincoln Nat. Life, Fort. . 
Wayne, Ind s , i 1 Dh cae Sere Bae gr 
Conning & Co., J Lisle’ ne ane: Te an 
Loyds Cass Ni ato h 
a8., picoe Ps . . ee Lee 
Mass. Bd. & Ins., Boe'n. 25 | 63.90] 75.15] 1.99] 4.00]... |... = 
C. A. Day & Co., Inc, ert 
Mer. & Man. Fire, N Ree Tee gre 
W. Wall. Lyon & Co., 
xh ie) Snel ey che 
ee dee 
pla 
] 
pre 
fire 
Curtis & pay 
Nat'l Surety, N.Y...... 84. i '90] §.00)....|....].... ona 
Nat'l Union Fire, Pitts. . : ; "93]12.00]....|.... 0! 
N. Eng. Fire, Pittafield .. 35.14) 38. "46| 1.00)....|.... the 
C. A. Day & Co., Inc.. 
eS ee a. as, ee the 
N. Hamp. Fire, Man... : : : oer hae orn 
C.A. Day & Co., Inc., the 
ie ie ae con 
wi | a a 
an 
cau 
8 e, Wash.... 
©. Sincere & Co., Chi . ihe se ea poli 
Old Colony Ins., Boston 2 he oe ee ee eee not 
C. ‘A. Day & Co. Ine., as 
H.D.K ie 
i did 
afte 
two 
lack 
B 
Boston Biz, LS ee inde 
HD. Knox & Co.,B Pars a SS Be ae ‘ 
Rhode Is. Ins., Prov... : . : ae Wis ical 
C..A. Day & Co., Ine. mea 
HD, Knox & Co. Boe. en ae. he cae poy 
Repeblio Fire, Pitts. : : 09} 2.40]....].... alle; 
A pnts: 
Reins. Life of Am., Chi.. 50 90} 6.00)... — 
C. Sincere & Co., Chi. 
ity Ins. Co. of New 
Haven, New Haven 
‘ Sanger, N.Y. 
Ni 
¥ 
Tee 
Aug 




















s. Stock dividend. i 
d. Includes $12.29 gain from Commissien. 
ovEtr. Ps ‘ Queer ’ ves | “Oran ' 


a. Includes $0.57 gain from Mixed Claims Commission. 
6000 shares pre ed $100 par; 100,000 shares common $5 par. 








a | 1AW (1G) 


7 rn 


110 
11 
a 
“ee 


132 


‘f93" 


| 190 















‘en 


South Dakota Supreme Court in 

which it was held that the execu- 
tion of a deed for the insured property, 
which deed was placed in escrow with 
instructions not to deliver it to the 
grantee until he had obtained insur- 
ance on the buildings, did not effect a 
change of title or interest in the prop- 
erty within the meaning of a provision 
of the insurance policy issued to the 
grantor, making the policy void on 
change of title or interest, although the 
deed, in violation of instructions, was 
placed on record. 


| CASE was recently decided by the 





In a case recently decided by the Su- 
preme Court of New York, in which a 
fire insurance policy had been made 
payable to the mortgagee as owner, the 
mortgagee sued for the reformation of 
the policy and for the full amount of 
the fire loss on the policy, if such ref- 
ormation was not deemed necessary by 
the court. The court held that the 
complaint is good as a common law 
action, and also that it seems good as 
an action in equity in reformation, be- 
cause of the mistake in making out the 
policy. The rights of the plaintiff are 
not affected by the fact that the plain- 
tiff, with the policy in his possession, 
did nothing to cure the defect until 
after the fire had occurred, more than 
two years later, “for the principle of 
laches does not apply hereto.” 





The holder of a policy providing for 
indemnity for loss of time due to “phys- 
ical injury effected by accidental 
means, independent of all other causes,” 
in which case the insurance’ company 
alleged that the hemorrhage which pro- 
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Insurance™ Tn the Legislatures 
and in the Courts 


duced the disability was caused inde- 
pendently by a gastric ulcer, and not 
by the blow at the time of the accident, 
it was held by the South Dakota Su- 
preme Court that the evidence was such 
as to sustain the verdict, finding that 
the insured would not have had a: rup- 
ture and hemorrhage except for such 
blow, notwithstanding the pre-existing 
ulcer. 





A curious entanglement has resulted 
from a merger of banks in New York 
City. The Colonial Bank received an 
insurance policy issued by Lloyds 
Underwriters, in London, on Jan. 2, 
1929, insuring against loss amounting 
to $250,000. April 1, 1929, the Colonial 
Bank was merged with the Bank of 
United States, and the Lloyds policy 
was cancelled because the Bank of 
United States held a bankers’ blanket 
bond of the National Surety Company 
issued Nov. 25, 1925. On Aug. 1, 1929, 
a loss of over $135,000 was discovered, 
due it is alleged, to certain servants or 
employees of the plaintiff or its 
predecessor, the Colonial Bank, in one 
of the former branches of the latter. 
Both the Lloyds Underwriters and the 
National Surety Company have denied 
liability for the claim, and the plain- 
tiff has brought suit to determine which 
of the defendants is liable for the loss. 





The Public Service Commission of 
Maryland has issued an order requir- 
ing the Sun Cab Co., Inc., to carry 
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period of 1929. 


year for life insurance companies. 
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New Records in Life Insurance 


9 OTAL new business of the Connecticut General Life Insurance Com- 

pany for the month of June was the largest of any month in the entire 
history of the company. The new business written during the first six 
months of 1930 increased substantially over that written in the same 


This is animpressive record and is significant of the ability of well-man- 
aged life insurance companies to forge ahead regardless of general busi- 
ness unsettlement. Nineteen thirty to date has been an unusually good 


One fifth of the total investment holdings of Insuranshares Certificates In- 
corporated are in the life insurance business. The largest single investment 
of the company is in stock of the Connecticut General Life Insurance 


We shall be glad to send to those interested full details of the port- 
folio and operations of Insuranshares Certificates Incorporated. 


INSURANSHARES CORPORATION of NEW YORK 


Underwriters and Distributors 
49 Wall Street, New York 


‘41 


public liability insurance or provide a 
bond or cash indemnity reserve fund 
for the protection of its passengers. 
The company has been cited to show 
cause why such liability insurance 
should not be carried, and the Com- 
mission has decided that the public wel- 
fare requires the carrying of such in- 
surance to the amount of $10,000 for 
any one person and $20,000 for any one 
accident for each cab operated in the 
State of Maryland. 





The Insurance Commissioner of 
Iowa, Ray Yenter, has recently ex- 
pressed his views upon the agency 
license question. He is in favor of a 
reasonable agency qualification law, 
and also of the use of a questionnaire 
to be filled out by applicants. He also 
favors a requirement that all fire and 
casualty companies should file rates 
with the State Insurance Department. 





The National Conference of Com- 
missioners on Uniform State Laws has 
recommended the enactment of a uni- 
form licensing act in relation to air- 
craft, requiring licensing of aircraft 
and airmen operating in a State. The 
Conference also considered the subjects 
of uniform acts regulating the traffic 
on highways, and uniform measures 
concerning liability of automobile 
operators for personal injury. 





The South Dakota Supreme Court 
has recently decided a case in which a 
fire insurance company disclaimed lia- 
bility on the ground that there had 
been a change of occupancy affecting 
the property, under a provision of the 
policy making it void on change of 
occupancy increasing the hazard. 
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Fire INSURANCE RESULTs FoR First Stx MontTuHs oF 1930 ANp 1929 








Total Net Premiums Net Losses 


Name and Location Year Ending Admitted Surplus to Written Paid 
of Company June 30 Assets Policyholders* (First 6 Months) (First 6 Months) 





Agricultural, Watert 
sctigsee eh eee acelin 1929 15,972,276 7,051,063 1,756,741 851,217 
Allemannia Fire, Pitteburgh 1930 4,679,971 2,171,479 849,469 662, 742 
1929 4°917;701 2/119; 166 1, 099,793 690,019 

{ 1930 37,800, 307 17,630,786 6,688,938 4,317,395 
1929 33,188, O11 14,909; 230 7,267,697 3,669, 343 
{1990 1, 782, 985 1,000, 000 209,098 65, 555 
11929 1,596,831 1/000, 000 111,630 698 
{ 1930 1,473,967 780, 627 281, 198 156,595 
1929 1,440; 898 678,576 307; 469 145, 955 
f 1930 1,678, 721 1,231, 107 158, 368 73,804 
1929 1°595, 471 1, 185; 906 135,954 78, 196 
ledonian, Edinburgh 1930 4,509,712 1,681,787 1,245, 406 681,580 
Caledonian, Edinburg { ioe 4’ 528,610 1,476, 643 1'356, 192 721,238 
f 1930 13,884, 630 7,418, 331 2, 734,082 1,411,037 
1929 13,695, 869 6,901,721 2/810, 681 1/402’ 087 
{1930 4, 385, 446 2,596, 905 516,731 246,863 
1929 4,576,664 2) 557,796 527,813 213,758 
— 1930 3,311,049 2,440, 198 474, 353 216,958 
Columbia Fire, Dayton { 1929 3,147,740 2; 416,225 416, 689 132,493 
f 1930 4,996, 476 2, 714, 289 789,936 464, 634 
1929 4° 615, 704 2; 362/108 821,090 372,944 

f 1930 16,440, 207 7,554,594 4,590, 399 2,296, 112 


$ $ $ $ 
{ae 17,623, 063 8,766,557 1,538,997 1,011,971 


American, Newark 
Associated F. & M., San Francisco 
British General, London 


Caledonian-American, Hartford 


Camden Fire, Camden 


Central Fire, Baltimore 


Commerce, Glens Falls 


1929 15, 583, 193 6,278,073 5,028,790 2,116,890 
ine 3, 285, 865 1,873, 079 560, 255 313, 368 
1929 3, 207, 130 1,730, 053 607,920 287,961 


1930 2, 671,903 1,000,000 309, 905 115,701 
1929 2808; 208 1,000; 000 205; 814 19; 129 
ine & Fire, Philadelphi 1930 650, 680 $611,829 17, 168 1,682 

senieai toile praia vein {i929 690; 369 661, 196 16,737 710 
Fire, Philadelphia 1930 2, 487,815 1,899,869 238, 878 102, 286 
Comes . {i009 2/456, 397 2,003, 266 277, 623 86,611 


1930 2, 394,992 1,528,363 406,576 166, 696 
1929 2, 298, 289 1,492,869 358, 446 163,898 


Commercial Union, London 
Commercial Union, N. Y 
Cosmopolitan Fire, N. Y. 


Federal Union, Chicago 
irst National Ins. Co. of Amer., Seattl 1930 3, 250,551 2,020, 379 501, 693 107, 188 
a i { i929 3,856,021 a2, 607,008 507,062 5, 100 
1930 6, 254, 078 2,273,760 1,481,578 688, 320 
1929 6,208, 188 2° 244° 761 1' 644/421 557,547 
1930 6, 663, 554 3, 191, 930 1,539, 193 737,809 
1929 6, 506,037 3,217,635 1/505; 712 707,347 
1930 1, 348,510 891, 664 372, 424 245,619 
{ 1939 1/310, 805 709, 105 409,245 231, 252 
1930 452, 691 327, 767 140, 090 - 91,909 
1929 372, 102 263,477 137,877 17,571 
{193 1,006,832 445,828 297, 159 115,227 


General, Seattle 

Home Fire & Marine, San Francisco 
Indemnity Mut. Marine, London 

Keystone Automobile Club Fire, Philadelphia 


ion Fire, New York 

ee 1929 251,839 522,526 216,976 29" 144 
cali Main Bi So  .....necsodvusdecasecessccsnoest 1930 19,873, 409 5,916,210 5, 696, 584 2,761, 950 
ee Soe { toa 19° 135,770 5/896, 413 5,868, 400 2/798, 793 


{i 832, 157 584, 654 37,401 8,440 
1929 830, 449 772, 694 30,680 5,035 


{ 1930 2, 868,970 2,333, 754 180,079 92,779 


Majestic Fire, New York 

einiiesauiitideanciel 1929 2; 950,501 2,363, 439 191,560 75,726 
Na Atma, oe = ic sf ge im 
Net The a ae a a 
North British & Mercantile, London i es oo pp t 4 a 2 poh 
Pacific National Fire, Sacramento = > if = 2 ier eos i Mr a 
Pisin an a a a ee 
Preferred Automobile, Grand Rapids = LG ra eae pd 1 
Prudential Ins. Co. of Great Britain, N. Y. -— heey 7a = one =. = 
ne 1920 25,221,141 131843" 529 5,188,288 2.377 905 
ft Bee on 2 ise ie em Bale 
pepe 1929 241789, 388 "9444531 6.140; 818 3°121;578 
Saban atin 2 2 to a 
San Fe ited so gm peed km am 
Sun Ma ve a a en 
su ew Tt = ie hme 
Sate Lie 2 ae 2. Sf ff 
Cs Annas nin a ae a ae 
tl Fu a ee ee ee 
Union Ins. Soc. of Canton, Hongkong — Hig a oy 2. ye 128,808 
United States Merchants & Shippers, New York pos oes aa7 He pad er 081 
 ipemeneee : = a ee 





* Includes capital.  t Cash dividend of $100,000 paid to stockholders in April 1930, a Capital reduced from $1,600,000 to $1,000,000 in December, 1929, _b After reinsurance. 
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